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and un , ‘ : 
ons, 1859—The Equitable founded on a mutual basis by 1910—First $100,000 Club organized. 

Henry B. Hyde and associates. Corporate Policy. 
1861—Limit of risk increased from $5,000 to $10,000. 1911—Group Life Insurance. . 
1862—Conditional (Binding) Receipts first authorized. Refund and Cash Refund Annuities. 
we fon 1865—First Dividend Paid to Policyholders at End of 1912—Agency Clubs organized. 
First Five Years. First Disability Waiver Clause. 
First Policy Issued with a Trustee Beneficiary. : ; : ; 

York vas —_ es . heripeermue 1913—First Policyholders Service Campaign. 
scoala 1866—Limit of risk on one life increased to $25,000. , ais 
rw i 1867—Annual Dividends introduced. a 

a * , 

do, 1868—Deferred Dividend Insurance introduced. ade ces, indemnity. is 
—_ Limit of Risk on one life increased to $50,000. ost Mortem Dividends. 
sian] 1869—Travel and Residence Liberalized. 1919—Educational Fund Agreement. 
: poor Grace in Payment of Premiums. 1920—Endowment Annuity at 65. 
iat yo! 1879—Three-year Incontestable Clause introduced. Group Accident and Health Disability. 
pay fo 1880—Insurance granted to Women. — 1921—Limit of risk on one life increased to $300,000. 

I tell Occupational Sub-Standard Ratings. Additional limits by reinsurance. 
t know 1881—Survivorship Annuity. Retirement Annuity. 





Salary Continuance Agreement. 






1883—Immediate Payment of Death Claims. 
Life Annuity. 1922—Cash and loan values given at end of two years. 
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on 1884—Limit of risk on one life increased to $100,000. pte rien ae and Dismemberment. 
Yo yor 25th Anniversary of the Society. ee eae 

_— 1886—Freedom of Travel and Residence granted. 1924—Inheritance Tax service. 
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Two-year Incontestable Clause introduced. 






1925—Complete Mutualization under 1917 plan. 











2 a 1888—Deferred Annuity. Age limit reduced to 10. 
ite tay 
1894—Right to change the Beneficiary. 1926—Two-year Initial Term Policy. 
owns , ay oT 
a 1896—Cash Surrender Values first allowed. — a oe 
or hi Limit of risk on one life increased to $200,000. Ph P = eS ee 
ife in Policy Loans introduced. ey 
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1900—Automatic Surrender Values. 1927—Group Annuities. 
Extended Term Insurance. 









thin 1929—Monthly Premium Insurance. 
ne 1901—First Schools of Instruction for Agents. General Non-Medical. 
ar ai 
icy. 1905—Convertible Policy. 1930—Special Life Annuity. 






Two Life Annuity. 





1931—Economic Adjustment Policy. 





1907—Optional Method of Settlement introduced. 





1933—Optional Retirement Policy. 





1909—Age limit reduced to 15. 
First Correspondence Course. 1934—Family Income Policy. 
50th Anniversary. 75th Anniversary. 
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ANNOUNCEMENT — 





New Support 
for the Field Force 


Great-West “ADVANCEMENT” 
Program of Widespread Interest 


The Great-West Life announces a new and extensive program 
of improvements, geared to the times, meeting the requirements 
of the fieldman, and the needs of the buying public. Highlights 
are=— et 

—New Policy Plans and Provisions 

—New Premium Rates 

—New, Improved Agent's Contracts 

—New Rate Book 


—New Book of Instructions 


The whole program, which includes many other interesting fea- 
tures, will make a strong appeal to both the agent and the public. 
It becomes effective on October 15. 


Established 1892 - - - Business in Force over $550,000,000 


GREAT-WEST LIFE 


ASSURANCE COMPANY 


HEAD OFFICE 
WINNIPEG, CANADA 
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(larence Palmer 
Heads Conference 


North America Man Elected Presi- 
dent of Insurance Advertising 
Conference 


HOLD MEET AT RYE, N. Y. 


Retiring President Putnam Emphasizes 
"Highway Safety Work and Financial 
Independence Week Campaign 


NEW OFFICERS ELECTED 

President—Clarence A. Palmer, Insur- 
ance Company of North America. 
Vice-president—Arthur A. Fisk, Pru- 
dential. 

Secretary-treasurer—Arthur H. Red- 
dll, Equitable Life of New York. 
Executive Committee—Stuart Benedict, 
Metropolitan Life; Ray Dreher, Boston 
Insurance Company; A. W. Spaulding, 
Hartford Accident & Indemnity. 


By DOROTHY B. PAUL 


RYE, N. Y., Oct. 4-—The insurance 
Advertising Conference opened its an- 
nual meeting with about 60 in attend- 
ance at the Westchester Country Club 
Monday, with President Henry H. Put- 
nam, John Hancock Mutual Life, presid- 
ing at the first session. In his report 
Mr. Putnam discussed chiefly the work 
done by the highway safety committee 
and the financial independence week 
campaign. He said the conference was 
the first organization to take up the 
campaign against automobile manufac- 
turers overemphasizing speed. Mr. Put- 
lam suggested that each state be urged 
to apply part of its revenue from motor 
vehicle revenues to enfoyorpgnt of 
safety regulations. tin his full tin 

Plans are under wa.’OU"8 
dependence Week'in 1935 deo tnensew 
tam advised all members to make sug- 
Sestions and assist the new committee 
lm every way possible. 

Mr. Putnam said for the first time the 
doors of the annual meeting were open 
‘0 non-members and suggested that this 
policy would result in an increased 
membership. 

Financial Condition Good 


A. H. Reddall, Equitable Life of New 
York, secretary - treasurer of the or- 
fanization, gave his report which 
showed the conference to be in excellent 
fnancial condition with a surplus over 
ast year. He was followed by J. W. 
Mason, London Assurance, who spoke 
for the membership committee. A gain 
* 13 members has been inade since the 
ast meeting, bringing the total to 123. 
Through the efforts of the frontier 
ye tty committee the conference has 
fen active in subduing unjust criticism 
" surance. A change was made in 
St, Personnel during the past year as 
tanley F. Withe, Aetna Casualty, suc- 
ceeded the late C. S. S. Miller. 
arry A. Warner, Maryland Cas- 
(CONTINUED ON PAGE 18) 
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Tense Situations Marked 
Convention in Milwaukee 





The 1934 convention of the National 
Association of Life Underwriters 
Milwaukee wiil be remembered for a 
long time for its tense situations and 
hair-line decisions. 

One of the final features of the con- 
vention was the announcement that the 
new board of trustees had confirmed 
the recommendation of the national 
council as to the 1935 meeting place and 
voted for Des Moines. 

One of the new trustees, Horace 
Mecklem of Portland, Ore., had left the 
convention before the closing day, and 
a second, Clarence Peterson of San 
Francisco, had not attended the conven- 
tion. Consequently, there were 15 trus- 
tees, including the president, T. M. 
Riehle, who participated in the balloting. 
Mr. Riehle refrained from voting at 
first, but when the other trustees were 
divided seven to seven between Des 
Moines and Boston, Mr. Riehle was 
compelled to cast the deciding vote. He 
was in a ticklish position and he ap- 
parently concluded that there would be 
too great danger of causing serious dis- 
sension if the recommendation of the 
national council—formerly the executive 
committee—was overturned. 


Easterners Rankled 


The decision to go to Des Moines 
rankled the easterners extremely. They 
say that if the middle west proposes to 
monopolize the convention indefinitely, 
there is nothing to hinder that section 
from doing so, under the present ma- 
chinery. The national council meets on 
Monday during ¢onvention week. It is 
composed of the national committeemen 
of the various local: associations, presi- 
dents of ‘state or regional associations, 
national trustees and past presidents. 
Naturally there is a preponderance of 
executive committeemen present from 
the associations in the general neighbor- 
hood of the convention city. 
Considerable discussion was heard in 

«hanging the method of select- 
‘ing the convention city. Some were ad- 
vocating leaving this decision entirely 
up to the trustees. The various cities, 
desirous of acting as hosts, would be 
permitted to appear before the trustees, 
present their claims, outline facilities of 
their city for handling a convention, ex- 
plain how they propose to do the financ- 
ing, etc. Then the trustees would take 
| all factors into consideration and arrive 
at a decision. 


Facilities Are Questioned 


In addition to the fact that Des 
Moines is a mid-western city, there was 
some objection raised on the ground 
that the convention cannot be held in 
any of the hotels there and the sessions 
must be conducted in the Shrine temple. 
In the past, it has not proved satisfac- 
tory to hold the sessions elsewhere than 
in the headquarters hotel. 

One thing is certain and that is that 
Des Moines being “on the spot” will 
undertake to put on a first-class show. 
In presenting the invitations, C. C. Gil- 
man said that Boston had raised $5,000, 
Isadore Samuels said Denver had raised 
$5,500 and E. R. Gray said that he 
would go any city $500 better. Mr. 
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Gray declared that the Des Moines com- 
panies had signed a blank check. 

The final day’s session was one of the 
most enthusiastic of all. In the morn- 
ing, the audience was swept from its 
feet by two of the speakers, they being 
Theodore M. Simmons, manager United 
States agencies of the Pan-American 
Life, and Stanley E. Martin of Colum- 
bus, O. Mr. Simmons has a most pleas- 
ing and polished delivery, his address 
had been carefully constructed, closing 
on a high note and-he was given a great 
spontaneous, prolonged ovation. 


Great Demonstration for Martin 


The audience put on an even greater 
demonstration for Mr. Martin. He is a 
young man of personality plus and he 
gave a great, evangelistic life insurance 
talk that went straight to the hearts of 
the rate book men. When he finished, 
the audience rose and cheered and com- 
pelled Mr. Martin to return to the plat- 
form to take a bow. 

It is interesting that both Mr. Sim- 
mons and Mr. Martin are young men. 
At the million dollar round table, it was 
observed that the younger men provided 
the greatest inspiration. 

The Milwaukee people did an excep- 
tionally fine job. Every member of 
every committee accepted responsibility 
and was on the job every minute. They 
performed their tasks with zest and 
were constantly solicitous as to the wel- 
fare, enjoyment and convenience of 
their guests. The heavy responsibility 
was carried by Alvin Moser of the Aetna 
Life, general chairman, by A. A. Heald, 
Provident Mutual, executive committee- 
man, Kenneth W. Jacobs, Jr., Connecti- 
cut Mutual, vice-chairman of the gen- 
eral committee, and Henry B. Kay, New 
York Life, president of the association. 
However, to give proper credit, it would 
be necessary to name the chairmen and 
members of all other committees. 


Innovation Proved Popular 


Practically every year some new fea- 
ture of a side-line nature is added to 
the convention and this year was no ex- 
ception. The 1934 innovation was a 
conference for local association officers 
for discussion of membership, financial 
and educational problems. It was held 
in the evening and a good many useful 
points were brought out. There was 
considerable sentiment in favor of re- 
peating the session next year, but sug- 
gestion was made that it be held earlier 
in the week and be in the form of a 
luncheon conference. It was held Thurs- 
day evening this year, when most of 
the conventioneers were pretty well 
fagged out and towards the end of the 
session only about a third of those who 
were in the room originally, remained. 

The attendance was more than 1,000, 
which was somewhat disappointing. The 
Milwaukee people anticipated an attend- 
ance of 200 or 300 more than that. 
Particularly disappointing was the rep- 
resentation from Canada. This was an 
international convention and yet only 
about 20 Canadians, including half a 
dozen who had an active part in the 
program, attended. The Milwaukee peo- 

(CONTINUED ON PAGE 18) 
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Office Management 
Association Meets 


Accomplishments of Organization 
in Cooperative Research Told 
by Skilton 


PRESENT SPECIAL DATA 


Conservation and Handling of Annuities 
Reviewed in Reports—Expert Talks 
on Mental Ills 


HARTFORD, Oct. 4—Welcomed by 
Governor Wilbur L. Cross with trib- 
utes to the part which their organiza- 
tion has played in developing life in- 
surance “from a gamble into a science,” 
235 representatives of 83 member com- 
panies convened here for the annual 
conference of the Life Office Manage- 
ment Association. 

George W. Skilton, comptroller of the 
Connecticut General Life and president 


of the association, presided and deliv- 
ered his annual message. Mr. Skilton 
in reviewing the accomplishments of the 
association in its first decade in making 
available to its member companies the 
aggregate experience of all the com- 
panies in particular problems of the 
life insurance business, pointed out 
many of the difficulties which still face 
the association. He declared that “the 
surface has hardly been scratched in 
the field of cooperative management re- 
search. 


Discusses Cooperative Research 


“Cooperative management research in 
the life office” was the theme of his ad- 
dress. Mr. Skilton’s review of the ac- 
tivities of the association for the past 
ten years was most comprehensive. He 
pointed out that the fact that during this 
period over 300 papers and special re- 
ports were presented to member com- 
panies on various phases of life office 
management. His conclusion was an 
outline of the future scope of the asso- 
ciation which he hoped would be 
broadened. 

A committee report was presented by 
R. R. Coombs, assistant secretary of 
the Massachusetts Mutual Life on 
“Home Office Expenses.” 

Dr. E. Van Norman Emery, medical 
director of the Connecticut Society for 
Mental Hygiene, gave an extempor- 
aneous talk on mental ills. He said that 
there was great concern in the mind of 
the layman for a person who had suf- 
fered a nervous breakdown or who was 
suffering from a temporarily deranged 
mind. An early diagnosis and scientific 
treatment he stated to be the best aid 
for these cases. They are perfectly 
curable, he added, and there should be 
no stigma attached to suffering from 
nervous troubles. Dr. Emery empha- 
sized the necessity of employers watch- 
ing keenly any symptoms of nervous 
breakdown, adding that much could be 
done if employers were sympathetically 

(CONTINUED ON PAGE 7) 
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HARTFORD, Oct. 4.— Scientific 
measurement can and should be substi- 
tuted for. mere appraisal in evaluating 
achievement in life company manage- 
ment and should be employed to set up 
accurate standards leading to the most 
favorable conditions of growth and net 
cost, with an optimum size rather than 
mere volume as the goal, Harry Arthur 
Hopf, head of the New York City man- 
agement engineering firm of H. A. Hopf 
& Co., told members of the Life Office 
Management Association at the annual 
meeting here this week. 

Mr. Hopf indicated that life com- 
panies have not availed themselves suffi- 
ciently of what the science of manage- 
ment has to offer them in harnessing 
controllable conditions, and that con- 
trary to a rather widely held notion, it 
is quite possible to set up standards of 
accomplishment and budget perform- 
ance through the entire range of man- 
agement activities. A plan of accurate 
budgetary procedure can be set up 
which will tell the life insurance presi- 
dent from month to month how the 
progress being made in his company 
agrees with or departs from the stand- 
ard to which he must adhere to main- 
tain a satisfactory level of performance. 


Analyzes 430 Executives 
of Ten Leading Companies 


In conjunction with these operating 
standards, Mr. Hopf has made an ex- 
haustive study of the human factors in 
management, analyzing age, education, 
length and type of service before join- 
ing the company, length of service with 
company, and promotional progress in 
the company of 430 executives who in 
the past 27 years have directed the des- 
tinies of ten representative mutual life 
companies. 

Mr. Hopf’s address was based upon 
a study of these companies covering 
the period since 1906. This study is 


the basis of a book on management in 
life insurance, which is now in prep- 
aration, and has occupied a consider- 
able part of his time during the last 
seven years. 


“No business of which I have knowl- 
edge lends itself more effectively to 
measurement than does the institution 
of life insurance,’ Mr. Hopf said. “To 
make executive salaries the incentives 
they ought to be, and to attract and 
permanently hold the effort and interest 
of capable men who will do justice to 
the’ complexities of their daily tasks 
and will guide the institution of life in- 
surance with vision and purpose to still 
higher levels of service, it is essential 
that measurement be substituted wher- 
ever possible for appraisal, and that the 
contribution of the individual to the 
progress of the institution be substan- 
tially reflected in the remuneration he 
receives. 


Believes That Accurate 
Yardstick Can Be Found 


“If the rejoinder is made that the 
measurement of such contributions can- 
not be undertaken, my answer is that 
appropriate measures do exist, and that 
it is the responsibility of life insurance 
management to discover and employ 
them. Let us never forget that, when- 
ever we are dealing with more or less 
of a thing, measurement becomes pos- 
sible. 

“As far as administrative expense is 
concerned, the figures indicate that it 
has risen considerably in the last ten 
years,” he stated. ‘To convey this fact 
more strikingly, let me say that, while 
in 1926 administrative expense amounted 
to $12,599,000, the figures for 1931 and 
1933 were $17,181,000 and $17,697,000 
respectively. The miscellaneous expense 
factor indicates a still steeper rise, and 
this is accounted for by vastly increased 
taxes, as well as by the acute burden 
thrown upon the companies, beginning 
with the depression period, by reason 
of expenses in connection with real 
estate and allied problems. 

“Since administrative expense is, in 
the last analysis, a factor susceptible of 
purposeful control, its allocation to 
function, department, division, section 
and unit, together with a study of the 





trends in each of these subdivisions 





Scientific Evaluation of Life Companies 
Officers Is Declared Practical 


should make it possible for those con- 
versant with the facts in each individual 
company readily to determine valid 
standards under present conditions and 
to budget performance accordingly. 
This is a task worthy of the best minds 
in these companies, for apart from the 
importance of the item itself, my studies 
confirm the view that administrative ex- 
pense, in common with the other ex- 


pense elements, bears an important 
functional relationship to net cost to 
policyholders. 


“The provision of an over-all stand- 
ard derived from the expense figures— 
a standard that can be used not alone 
for controlling the relation of operating 
expense to other significant factors in 
company progress, but also for the pur- 
pose of comprehensive budgetary pro- 
cedure—is one of my principal objec- 
tives. The closest approach that I find 
it possible to make at this time to the 
establishment of such a standard is to 
designate the ratio of operating expense 
to oe actuarial net premium fund as 
such. 


Suggests Setting Standard 
of $20 per $100 of Premiums 


“For the ten companies, the average 
ratio during the entire period studied 
did not go below approximately $24. In 
tests made of many other companies not 
otherwise included in this study, the 
lowest figure found was $19.51, in the 
case of one of the most successful com- 
panies in the country. It seems to me, 
therefore, that we may set up as a well- 
nigh absolute standard a ratio of $20 
of operating expense per $100 of ac- 
tuarial net premiums. This naturally 
should be modified in the light of all 
conditions peculiar to the individual 
company that undertakes to employ this 
standard in measuring its own per- 
formance.” 

Selecting one of the ten companies as 
an example, Mr. Hopf traced its growth 
and its varying net cost to policyhold- 
ers throughout the period. The lowest 
net cost was achieved when the com- 





pany had slightly mofe than one and 











SPEAK AT LIFE OFFICE MANAGEMENT MEETING 














GEORGE W. SKILTON 


At the annual convention of the Life 
Office Management Association in Hart- 
ford this week, George W. Skilton, con- 
troller of the Connecticut General Life, 


JAMES B. 





SLIMMON 


who is president of the organization, 
presided at the first session. James B. 
Slimmon, secretary of the Aetna Life, 
presided at the second session. Harold 





HAROLD F. LARKIN 


F. Larkin, vice-president Connecticut 
Mutual Life, presided at the third ses- 
sion. Mr. Skilton was in charge of the 
final session Wednesday. James Lee 
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a half billion dollars of insurance jy 
force. From then on, the trend jn net 
cost has been definitely upward, indigg. HA 
ing that the optimum for this particul IM of the 
company is found within a range of (fice 
from one and a half billion to two iM media 
lion dollars insurance in force. }{; Mm ence 
Hopf shdwed statistically that there (im ment 
a certain size, different for each com. (me staff 
pany, up to which growth is accom. jm utive 
panied by lowered net cost to policy. fm ings ! 
holders, and above which the net cog fm ond § 
tends to increase again. These optimyn qm Row! 
areas can be determined for each com. jm in che 
pany. ard V 
Casp 
Tells How Index of Quality retar) 
of Management May Be Derived Ge 
Defining the master-objective of {if - 
insurance management as the achieve. se 
ment of persistent low net cost to the dent : 
policyholder for adequate and compre. Life, 
hensive protection under permanent Rich: 
conditions of ample safety as far as the pein 
individual institution is concerned, Mr J \ad 
Hopi pointed out that the influence of  jresi 
management is confined to factors over yor 
which it may actually exercise control cot 
By measuring the accomplishment were 
achieved with respect to such factors a were 
index of the quality of management ma HF ¢3 ¢, 
be gained. : 
During the past 27 years, he said, Exe 
life insurance has gone through two M: 
definite periods of growth and has en- retat 
tered a third. The first period, 190- tioné 
1918, is represented by more or les 1927 
steady yet relatively rapid growth ave- & yice 
aging about 9 percent a year. Partly as men 
a result of the war and accompanying of tt 
economic and psychological factors, the B tion 
growth of life insurance spurted su- isa 
denly so that a new phase in its history igan 
must be recognized. adm 
From 1919 to 1929, annual rate of fore 
growth slowed down to an average of 3 peri 
percent and toward the end of this pe- with 
riod seemed to have reached a plateau. pho: 
Then came the economic depression Pub 
which resulted in a precipitate decline ing 
so that in a matter of two years all the pan’ 
(CONTINUED ON PAGE 7) Eng 
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JAMES LEE LOOMIS - 
Loomis, president of the Connecticut on 
Mutual Life, gave one of the notable in 
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executives. 1 
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Secalive Offices Being 
Opened in New York City 





pL. ROWLAND. IS IN CHARGE 





Life Office Management Association 
Announces Its Plans—G. W. Skil- 
ton Reelected as President 





HARTFORD, Oct. 4—At a meeting 
of the executive committee of the Life 
Office Management Association held im- 
mediately following the annual confer- 
ence here this week, official announce- 
ment was made of the appointment of 
staff officers in charge of the new exec- 
utive headquarters in the Bowery Sav- 
ings Bank building, 110 East Forty-sec- 
ond street, New York City. Frank L. 
Rowland was elected executive secretary 
in charge of staff activities. L. R. Wood- 
ard was named associate secretary and 
Casper K. Blackburn, educational sec- 
retary. 

George W. Skilton, comptroller of the 
Connecticut General Life, was reelected 
president of the Life Office Management 
Association; G..A. Hardwick, vice-presi- 
dent and comptroller of the Penn Mutual 
Life, was chosen first vice-president, and 
Richard Boissard, vice-president and ac- 
tuary of the National Guardian Life of 
Madison, Wis., was elected second vice- 
president. J. B. Slimmon, secretary 
Aetna Life, and William Hagerman, 
comptroller of the Minnesota Mutual, 
were chosen as new directors. There 
were 235 people registered, representing 
83 companies. 

Executive Secretary Rowland’s Career 


Mr. Rowland recently resigned as sec- 
retary and director of the Lincoln Na- 
tional Life, a position he had held since 
1927, to take his new post. He is a past 
vice president of the American Manage- 
ment Association and has been secretary 
of the Life Office Management Associa- 
tion since its organization in 1924. He 
is a graduate of the University of Mich- 
igan and took special work in business 
administration at Johns Hopkins. Be- 
fore entering the insurance field his ex- 
perience consisted of office methods work 
with the Chesapeake & Potomac Tele- 
phone Company, assistant auditor of the 
Public Service Electric Company, travel- 
ing auditor of the B. F. Goodrich Com- 
pany and financial officer of a large New 
England manufacturing company. 

Mr. Woodard graduated from Ohio 
State University in 1923, and then did 
special work at Columbia. He taught 
mathematics in high school, then did ac- 
counting work in the Union Trust Com- 
pany of Cleveland. He was a member 
of the field staff of the U. S. government 
personnel classification board. Since 
1928, he has been devoting his full time 
to the Life Office Management Associa- 
tion activities as associate secretary and 
editor of “Proceedings and Reports.” 

Mr. Blackburn is a son of the late T. 
W. Blackburn, who for many years was 
secretary of the American Life Conven- 
tion. He attended the University of Ne- 
braska, Dartmouth, and graduated from 
Annapolis in 1916. In 1920 he retired 
from the navy to enter the actuarial de- 
partment of the Travelers. Later he be- 
came actuary of the Prairie Life of 
Omaha. He subsequently opened a gen- 
eral insurance office in that city, re- 
maining until 1932. He then enrolled at 
Columbia and took his master’s degree 
last year. He is commandant of the 
Illinois Military school at Abingdon, III. 


More Companies Licensed 
Superintendent Bowles of Virginia 
has reported to the Virginia state cor- 
Poration commission that there are now 
500 insurance companies operating in 
the state. This is compared with 492 


Coffin Sums Up Convention 
By Picking All-Star Teams 





Vincent B. Coffin, superintendent of 
agencies Connecticut Mutual Life, who 
was given the task of summing up the 
Milwaukee convention of the National 
Association of Life Underwriters at its 
closing session, said his job of picking 
out the highlights of the meeting was 
similar in many respects to selecting an 
all-star football team, and then pro- 
ceeded to select two such teams from 
those appearing on the program. 

He said at the outset that the conven- 
tion constituted a gigantic sale of two 
things: (1) The belief of those attend- 
ing in the theme of the convention, 
“Life Insurance—the Corner Stone of 
Man’s Financial Security,” and (2) how 
they might get that belief across to the 
prospect. His two teams were selected 
on the basis of the points they put 
across under these two headings, which 
the average delegate might take back 
to his local association. He said that 
John L. Wood of the National Cash 
Register Co. and N. B. McKibbin of 
the Dominion of Canada General, To- 
ronto, were left out of the two lists be- 
cause their presentations contained so 
much visual material that it was diffi- 
cult to carry back their message. 


Team to Present Fundamentals 


For his “Blue” team, selected for its 
presentation of basic fundamentals, Mr. 
Coffin chose: 

Left end—James Lee Loomis, president 
Connecticut Mutual, for his showing of 
the way life insurance ties into the basic 
life of the nation and is as “soundly 
based as any business could be.” 

Left tackle—Holgar J. Johnson, of 
Pittsburgh, chairman of the program 
committee, for his statement in the fore- 
word to the program that “economic and 
social changes must be recognized by 





the life insurance fraternity,’ and the 
further analysis of the situation which 
followed. 

Left guard—W. A. Stark, Cincinnati 
banker: “Have faith in the home office. 
It can look ahead farther than the field, 
and know what it’s all about.” 


J. M. Hamill at Quarterback 


Center—H. J. Mortensen, Wisconsin in- 
surance commissioner, who welcomed 
the convention: “Life insurance will 
live as long as civilization itself.” The 
statement is significant, Mr. Coffin said, 
because he represents the public. 

Right guard—C. C. Day, Pacific Mu- 
tual, Oklahoma City, for his outline of 
the development of the property concept 
and the necessity for placing life insur- 
ance in the “property box.” 

Right tackle—Mr. Loomis: 
rights and property rights are 
arable.” 

Right end—Mr. Stark: “There is no 
certain hedge against inflation; life in- 
surance is as good as there is.” 

Quarterback—J. M. Hamill, Equitable 
‘of New York, San Francisco: “Hold fast 


“Human 
insep- 


to the insured’s best interests, so that 
his confidence can be secured and 
retained.” 

Left halfback—Paul Speicher, te- 


search & Review Service—“The average 
man can’t make three consecutive uni- 
formly successful investments.” 

Right halfback—Mr. Day, for his de- 
scription of the boys in a detention home 
on account of economic collapse. 

Fullback—Mr. Loomis: “Your ship 
was built for rough weather and it’s 
doing very well.” 

_ On the “Red” team, selected for abil- 
ity to put over the emotional appeal in 
selling, were: 

Left end—Manuel Camps, Jr., Penn 
Mutual, Boston, for his contribution on 
the proper use of words. “How is my 
little beneficiary?” 

(CONTINUED ON PAGE 8) 








plan for the well-to-do. 
such a case :— 


limited. 


and child to readjust. 


of the nation. 





on Dec. 31, 1933, 485 in 1932 and 517 
Mm 1931. Solicitors and agents licensed 
between June 15 of this year and Sept. 
1 totaled 19,102 as compared with 24,202 
on June 15, 1934, 


Independence Square 





Financial Democracy 


A true life underwriter is as scrupulous in dealing 
with the insurance situation of the man of almost no 
means but of great needs as he is in laying out a broad 
Here is an Agent’s story of 


Young clerk in bond office. 
him to lapse and cash. Married, and a baby. 


Showed him how Ordinary Life would fit his needs as cheap- 
est form of permanent protection,—enough 
penses, and at least $100 a month for one year to permit wife 
Couldn’t afford even this small savings. 
Obliged them to suggest $1,500 Five-Year Term, premium 
about $16.80, which he could just handle. 
cash, and $1,184 to pay $100 a month for a year. 


The happiest fellow in world when he saw that this 
could be done, and satisfaction in having handled it meant 
more to me than in any other I ever wrote. 

Whatever other kinds of democracy there are in 
this country, whether in evolution or in revolution, 
life insurance continues to be the financial democracy 


THE PENN MUTUAL LIFE INSURANCE CoO. 


WM. A. LAW, President 


Business conditions forced 
Income very 


for funeral ex- 


At his death, $316 


Philadelphia 




















Program Is Announced for 
Life Advertisers Gathering 





MEET IN MEMPHIS NOV. 1-3 





Round Table Discussions, Talk by J. A. 
Stevenson, Dinner with Life Under- 
writers Are Features 





Program for the annual meeting of 
the Life Advertisers Association at 
Memphis Nov. 1-3, has been completed 
by Karl Ljung, Jr., advertising manager 
Jefferson Standard Life and chairman of 
the program committee, with close co- 
operation of President Nelson White, 
director of publicity of the Provident 
Mutual. The program is: 

“Advertising and Production,” J. A. 
Stevenson, manager J. A. Stevenson 
agency, Penn Mutual Life, Philadelphia. 

“Our Exhibits,” T. J. Hammer, adver- 
tising manager Protective Life. 

“Advertising That Will Help the 
Agent,” C. C. Robinson, editor “The In- 
surance Salesman.” 

“What an Advertising Manager Can 
Do to Help the Conservation Depart- 
ment,” E. A. Brock, secretary Great 
West Life. 

“Agency Schools,” M. L. Williams, as- 
sistant manager of agencies, Provident 
Mutual. 

“Consumer Reaction,” F. J. Bremier, 
Curtis Publishing Company. 

“Illustrations in Advertising,” D. J. 
Murphy, manager publicity department 
General American Life. 

“Helping the General Agent or Mana- 
ger With a Recruiting Plan,” John Mur- 
phy, advertising manager Pan-American 
Life. 

“Organizing and Developing a Sales 
Promotion Department,” K. H. Mathus, 
editor of publications Connecticut Mu- 
tual Life. 

“Outdoor Advertising,” F. L. Fisher, 
advertising manager Lincoln National. 

“Is Financial Independence Week 
Worth While?” Earl Trangmar, research 
department Metropolitan Life. 

“It’s in the Box—A Playlet,” Bart 
Leiper, advertising manager Pilot Life. 

“Scare Copy; Yes or No.”—*“Yes,” Se- 
neca Gamble, Massachusetts Mutual; 
“No,” Clifford Elvins, advertising mana- 
ger Imperial Life of Canada. 

“Coupons. Yes or No.”—*“Yes,” Lorry 
Jacobs, director public relations South- 
land Life; “No,” D. B. Slattery, assistant 
to agency vice-president Penn Mutual. 

“Present Day Trends in Trade Paper 
Advertising,” R. C. Campbell, advertis- 
ing manager Central States Life. 


It is hoped that a statesman of na- 


tional note also will be secured as a 
speaker. 


Hold Round Table Sessions 


There will be round table meetings. 
C. S. Davis, Provident Mutual, will be 
chairman for the ordinary session, and 
C. S. Smith, National Life & Accident, 
will conduct the industrial session. 

_ The exhibit of various types of adver- 
tising material will be participated in by 
a large number of companies, and will 
be extensive and varied. 

The Peabody Hotel will be the place 
of meeting. An attractive feature will 
be a joint dinner of the Life Advertisers 
Association and Memphis Association of 
Life Underwriters. C. C. Robinson, edi- 
tor of “The Insurance Salesman,” will 
give the main address. 

The association, founded a year ago, 
has steadily grown in number of mem- 
bers and companies represented. The 
first anniversary will be the occasion for 
careful planning for a future of broad- 
ened usefulness among the companies, 
and of beneficial influence upon the 
whole institution of life insurance. 


Form Agents’ “Union” in Cleveland 

_ The Allied Insurance Agents Protec- 
tive Association of Cleveland has been 
incorporated by Joseph Sternberg, Ben- 
jamin Sternberg and Jerome Toffer. 
The purposes of the organization as 
stated in its charter are to promote bet- 
ter working hours, better working con- 
ditions and wages for agents, salesmen, 
canvassers, etc., in the industrial insur- 
ance business, 
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Rhodes Club in Convention 
at Berkshire’s Home Office 


NEW OFFICERS INSTALLED 








Herbits Heads Agents’ Organization; 
President Rhodes, Vice-president 
Amber Address Meeting 





By RALPH E. RICHMAN 


PITTSFIELD, MASS., Oct. 4.—New 
officers of the Rhodes Club of the Berk- 
shire Life were installed at the conclud- 
ing session of the ninth annual club 
convention here. They are: President, 
N. R. Herbits, Pittsfield agency; first- 
vice-president, W. R. Churchill, Boston; 
second vice-president, F. I. Koons, 
Washington, and secretary-treasurer L. 
B. Young, Detroit. They qualified for 
their positions by their production in 
the club year. 

President Fred H. Rhodes of the 
Berkshire has infused into the organiza- 
tion much of his own spirit of camara- 
derie and whole-hearted fellowship. The 
word, “associate” used when speaking of 
a Berkshire representative is something 
more than a title; it is descriptive of a 


reality. This was apparent throughout 
the convention sessions, which were held 
three mornings in the home office. 
About 70 agents and 18 general agents 
were present. 

In his address of welcome President 
Rhodes showed the understanding of 
agency problems acquired from his own 
years of experience in the field as agent 
and general agent, an understanding 
which accounts for the phenomenal ad- 
vance of the company since he became 
president in 1925. 

The response was by J. A. Koenig 
of Chicago, president of the Rhodes 
Club for the year 1933-34. 

Discussions at the first session by 
E. L. Spain and N. H. Beaty of the 
O’Brien agency, Albany; W. R. Furey, 
Pittsburgh, and F. J. Owen, associate 
actuary, were given before and after a 
delightfully witty interlude by Assist- 
ant Treasurer J. E. Peirson, a veteran 
employe who spoke on “Our Company 
—yYesterday.” 

Dr. E. J. Jack of the W. M. Carroll 
agency in New York, a radio speaker 
of power and eloquence, gave the sec- 
ond session an inspirational launching. 

N. R. Herbits, a $400,000 producer in 
his first year, made a special plea that 





agents bring into the Berkshire field 
organization more new members, citing 


the fact that 68 percent of the new rep-- 


resentatives are influenced to act by the 
old agency force. : 
The Berkshire field force was credited 


risks by Medical Director Dr. Frank 
Harnden, who said that the 7 percent re- 
jection ratio by number of applications 
was below the average. He indicated 
that much of the belief that medical 
directors are becoming more conserva- 
tive is due to an increasing propor- 
tion of undesirable applicants. The 
most outstanding change in the last 
five years has been the 28 percent in- 
crease of mental disease patients. 


High Blood Pressure Danger Sign 


He said there was a tendency to con- 
sider a blood pressure systolic reading 
of 140 as unsafe at any age and experi- 
ence showed the danger of accepting 
those who provided a favorable reading 
shortly after recording an unfavorable 
report. 

O. S. Hebel, manager life insurance 
department A. W. Marshall agency in 
Newark, outlined the Berkshire policy- 
holders’ service plan, an excellent meth- 
od for holding confidence of old pol- 
icyholders and developing new business 
from these contacts. 

Soundness of selling family protec- 
tion and retirement income in one con- 





tract was brilliantly set out by W. C. 
Sperling of the Wolfson agency, New 
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PRO 


We have weekly reports from boys who were following the 
ORGANIZED SELLING PLAN before the bank and insurance 
moratorium last year—and who are still on the plan and still 


Their combined reports cover a period of over 3,500 weeks— 
equivalent to watching one man’s work more than 70 years. 


For the full period, 70 years, they show 15 7/10% sales. 


For the period from March 1, to May 30, 1933—the percent 
of sales for these same men was 13 7/10%. 


A PLAN THAT WILL DO BUSINESS DURING A 
PERIOD SUCH AS MARCH-APRIL-MAY, 1933—about as 
well as at other times—must have something in it worth inves- 


Interested? Then write— 


Harold J. Cummings, Vice-President 


THE MINNESOTA MUTUAL LIFE INSURANCE CO. 


Saint Paul 


HERE'S 





12 


OF! 





10 




















20 12 





10 


15 20 


with better than ordinary selection of 


=—=: 
a 


Agents’ Inspiration 


| 






















FRED H. RHODES 
President Berkshire Life 





















York. He traced the trends in life 
insurance buying, culminating in the re- 
cent wave of annuity buying after the 
bank scare of 1933. The fading out of 
so many investments during the depres- 
sion destroyed individual confidence of 
investors, providing another factor pro- 
moting annuity sales. These sales and 
the low initial cost contracts used for 
reinstatements cut the agent’s income 
at both ends. 

Mr. Sperling said he believed both 
the low cost and annuity sales would 
now recede in favor of more nearly 
regular forms of life insurance. Neither 
low cost nor annuity purchases have the 
lasting power of family protection and 
retirement income sold for payment over 
a period confined to the productive 
earning period, he said. 

In New York state, cash values under 
life insurance contracts are not attach- 
able by creditors of the insured where 
the beneficiary is a named _ individual. 
Whether this definitely applies to an- 
nuity contracts is not known since it is 
not believed that annuity contracts were 
contemplated when the statute was en- 
acted. This was cited by Mr. Sperling 
as an additional reason for favoring 
regular life forms for retirement. in- 
come. 





Rhodes Club Holds Dinner 


The afternoon was devoted to a sight- 
seeing trip in the Berkshire hills and a 
golf tournament at the Pittsfield Coun- 
try Club. The Rhodes Club held its 
dinner that night. 

Wednesday morning’s theme was the 
1935 program of the Rhodes Club. A 
boat trip next year was foreshadowed 
by the statement in the program, “We'll 
be seein’ you on the gangplank in Oc- 
tober, 1936.” L. B. Hendershot, man- 
ager of agencies, announced the plans. 
He has made a notable place in the or- 
ganization since leaving the Life Insur- 
ance Sales Research Bureau. 

Mr. Spain was chairman the third 
morning. There was a meeting of the 
Rhodes Club, roll call and awards by 
Agency Secretary J. S. Winings, pres- 
entation of Rhodes Club emblems by 
President Rhodes, report of the execu- 
tive secretary of the club by M. 
Jordan of the P. W. Rhodes agency and 
installation of officers. 


Vash Young on Program 


A bridge tea for visiting ladies was 
held at the country club in the afternoon 
and the president’s dinner at night with 
W. M. Furey, toastmaster, and Vash 
Young, New York, as guest speaker. 

Vice-president H. Amber an 
President Rhodes gave the closing ad- 

















dresses. The club will meet in Pitts 
field again in 1936. 
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Ohio Department Is Enjoined 
in Federal Union Life Case 


POLICYHOLDER FILES SUIT 





Reports Heard Concerning Status of 
Company at Special Stockholders 
Meeting 





CINCINNATI, Oct. 4.—The latest 
move in the Federal Union Life case 
was the action of J. F. Williams of In- 
dianapolis, a policyholder, in securing an 
injunction against the Ohio department 
from taking over the company. In his 
suit Mr. Williams charged C. T. War- 
nef, superintendent of insurance, and 
Director of Commerce Tangeman with 
malfeasance in office, basing his action 
on complaints by Mr. Warner to 
F, M. Peters, late head of the company, 
and declaring that annual statements in 
1981, 32 and ’33 showing assets in ex- 
cess of $4,000,000 were approved by the 
Ohio department and that if the com- 
pany is now insolvent it was insolvent 
when the statements were approved. Mr. 
Williams also sued for a receivership. 
District Judge Nevins granted a tempo- 
rary restraining order but took no action 
on receivership. A hearing is set for next 
Monday. 

CINCINNATI, Oct. 4—At a special 
meeting Monday the stockholders of the 
Federal Union Life were told that there 
was virtually no hope of saving the com- 
pany from being taken over by the Ohio 
department for rehabilitation. Action by 
the department is expected to be taken 
this week. 

For some time it has been known that 
the Federal Union was in difficulties and 
estimates of its impairment have ranged 
from $250,000 to $750,000. Two weeks 
ago a special meeting of the stockholders 
was held to consider the reduction of 
capital from $250,000 to $100,000, which 
is the minimum allowed by Ohio law, 
but no action was taken at that time be- 
cause the question arose as to the valua- 
tion of the home office building and other 
properties and also as to the general con- 
dition of the company. The stockhold- 
ers’ committee headed by Max Fried- 
man, an attorney representing a stock- 
holder, was appointed to confer with the 
officials and to report to the stockholders 
the exact status of the company’s affairs. 


Condition Reported as Desperate 


At this meeting Mr. Friedman re- 
ported that the condition of the com- 
pany was most “desperate” and the in- 
surance department was demanding im- 
mediate action, asking that the company 
get $250,000 in cash and change its pres- 
ent management or that it apply volun- 
tarily to be taken over by the depart- 
ment or the department would file suit 
to take it over. - Last week when a com- 
mittee from the home office and Mr. 
Friedman went to Columbus they found 
that the superintendent was then about 
to file suit to take over the company, but 
were able to persuade him to hold off 
until a meeting of the stockholders could 
be held. 

Mr. Friedman reported that his com- 
mittee last week had tried hard with Di- 
rector of Commerce Tangeman to effect 
some plan of saving the company for the 
stockholders, but that two proposals 
which had been made by a western com- 
Pany were rejected. It is understood 
that the most favorable of these pro- 
Posals called for $100,000 in cash and a 
change in the management. 


Reduce Par Value of Stock 


In a desperate effort to stave off action 
the stockholders voted to reduce the par 
value of the stock from $10 to $4 a share, 
thus reducing the capitalization from 
$250,000 to $100,000. This is one of the 
conditions of the offers that have been 
made. Next a proposal was made that 
the stockholders contribute voluntarily 
an amount of $10 per share, but when a 
motion was made to vote on whether or 








Is Presiding Officer of 
Advertising Conference 











HENRY H. PUTNAM 


Henry H. Putnam, head of the pub- 
licity and advertising department of the 
John Hancock Mutual Life, who is presi- 
dent of the Insurance Advertising Con- 
ference, presided at the meeting held this 
week at Rye, N. Y. Mr. Putnam was 
formerly an insurance newspaper man. 








not each policyholder present would con- 
sider this contribution, the motion did 
not receive a single favorable vote. 

The Ohio department was represented 
by L. H. Kreiter, deputy superintendent, 
who was on hand to receive from the 
stockholders a statement as to their ac- 
tions in the disposition of the company. 
The meeting finally adjourned with no 
action being taken, which means that the 
department will file suit to take over 
the company with the end in view of 
managing it or finding some other com- 
pany which will reinsure the business. 
In this case no new insurance would be 
written in the Federal Union. 


President Williams’ Report 


President Williams said that if the 
company were allowed to go on for one 
year with the rise in values and general 
business conditions being better, the 
company would be back on its feet, but 
that the insurance department would not 
allow the officers to do this. He re- 
ported that demands for loans and sur- 
renders have materially decreased in the 
past few months. The company has a 
premium income of about $60,000 a 
month. Considerable criticism was lev- 
eled at the department for being so firm 
in its demand for immediate action, but 
Mr. Kreiter explained that it was inter- 
ested primarily in the policyholders and 
not in the stockholders. 

It is estimated that if the department 
takes over the company and find the es- 
timated impairment of $750,000, the pol- 
icyholders will lose from 25 to 30 percent. 

The Federal Union Life was started 
in 1914. Its president until his death 
early this year was Frank M. Peters. 
Since early this year, Mr. Stein, an ac- 
tuary formerly connected with the Provi- 
dent Life & Accident, has been in the 
home office as a representative of the 
Ohio department. 


Campaign for Huntington 
on His 45th Anniversary 





A production campaign in honor of 
President R. W. Huntington on the 
45th anniversary of his connection with 
the Connecticut General, was started 
Oct. 1, and will run to Nov. 15. The ob- 
jective is $300,000 in new premiums 
with $15,000,000 new business. There 





will be a president’s dinner on Dec. 3 
to be attended by production leaders. 
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ROSES on DRUMS 


BACK ON THE AIR AGAIN! 





First life insurance program on 
major network goes into third year 


of broadcast... over NBC stations. 

























Roses and Drums Cast: Front .. . 
J. Malcolm Dunn, Walter Connolly, 
Thomas Chalmers, Guy Bates Post, 
Elizabeth Love, Charles Waldron, 
Jack Roseleigh, Bill Miley; rear ... 
Arthur Maitland, Reed Brown, Jr., 
John Griggs; seated ... John Battle; 
inset . . . Helene Claire as Betty 
Graham. 





RIGHT THERE at your radio—General Grant, tense, deter- 
mined, ordering an attack. A nasal Yankee from Maine 
cracking a dry joke before going into action. General Lee, 
calm, unswerving in a faith stronger than his cause. And 
mingled with the war drums is a thread of romance so 
real that it touches the heart .. . 

No wonder Union Central agents say this “Roses and 
Drums” program works for them every day of the week, 
leading to friendly interviews, helping to close cases. No 
wonder this outstanding feature of the most stirring 
period in American history is entering its third year. 

You can hear it any Sunday afternoon on the Blue Net- 
work of the National Broadcasting Company and added 
stations, 5:00 P. M. Eastern Standard Time. Tune in 
next Sunday and check for yourself this new way of 
selling life insurance. 


~“Thie 
UNION CENTRAL 


Life Insurance Company 
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Off the Press! 


A New 
Analysis 





and 
Survey 
Book 


For 
Berkshire Associates 





“< « « « 


This survey differs from all 
others, in that it is always up 
to date and shows the com- 
plete schedules and details of 
insurance in force, distribu- 
tion of principal and pre- 
mium deposit, dividend rec- 
ords and guaranteed values. 


oe i ees 


A service to policy holders 
that will be highly valued by 
the individual and pay big 
dividends to the associate 
for time spent in this work. 


“< «€& «& « 


Connecticut Mutual Plans 
to Increase 1935 Dividends 


—__—- 


ADVANCE TO BE 10 PERCENT 





President Loomis Comments on Condi- 
tions, Notes Company’s Results 
Have Been Favorable 





A dividend apportionment for 1935 
which represents approximately 10 per- 
cent increase in total distribution is an- 
nounced by the Connecticut Mutual. 

Under the charter the dividend is not 
voted until the first meeting of the board 
in January, but directors have authorized 
preliminary dividend calculations on the 
basis noted. 

President James Lee Loomis states, 
“A period of economic readjustment has 
its effect on the earnings of most cor- 
porations. The present is a time when 
it is not possible to see very far ahead; 
a time, therefore, when good judgment 
dictates conservatism devoid of unrea- 
soning fear. 


Loomis Notes Various Factors 


“It appears from results so far that 
the company will have a favorable mor- 
tality this year. Expenses have been 
kept well under control. On the other 
hand, the rate of earnings from the in- 
vestment of the policy reserves and 
other funds will be not quite as favor- 
able as last year. There are, and will 
be, some further capital losses to be 
taken by the company. 

“It is a recognized principle in life 
insurance conducted on the mutual plan 
to distribute earnings as they accrue, 
so far as is consistent with security. 
From the practical standpoint, it is de- 
sirable to carry out this principle with- 
out too great fluctuation in the dividend 
scale from year to year.” 

The dividend apportionment, he says, 
is on this: basis: 

“1. Interest to be credited in 1935 on 
dividends left to accumulate, and on 
funds left in the hands of the company 
pursuant to the optional settlement pro- 
visions, to be at the rate of 4%4 percent; 

“2. Interest to be credited in 1935 on 
monies deposited with the company to 
pay future premiums to be at the rate 
of 4 percent; 

“3. Dividends on policies in force to 
be in accordance with the formula as 
recommended by the actuary. 

“The basis for next year will result 





Program Is Announced for 


Financial Section of A. L. C. 





O. J. LACY PRESIDING OFFICER 
eas 
Dr. H. C. M. Case of the Agricultural 
Adjustment Administration Is 
to Give an Address 








The program for the meeting. of the 
Financial Section of the American Life 
Convention is announced. It will be 
held at the Edgewater Beach hotel, Chi- 
cago, Oct. 9 with O. J. Lacy, president 
California-Western States Life, as 
chairman, presiding. Dr. H. C. M. Case 
of the Agricultural Adjustment Admin- 
istration of Washington, D. C., will 
give the opening address on “Present 
Arrangement and Changes in Invest- 
ment Department, Resulting from Busi- 
ness Experiences of the Past Five 
Years.” J. McPherson, treasurer 
Business Men’s Assurance, will have 
charge of the investment department 
discussion. K. I. Fosdick, treasurer of 
the American National of Galveston, W. 
N. Boyden, vice-president Continental 
Assurance of Chicago, and A. A. Zinn, 
manager mortgage loan department of 
wr State Life of Indianapolis, will give 
talks. 


A. L. C. Golf Tournament 


Henry Abels, vice-president of the 
Franklin Life, reports that arrangements 
have been completed for the American 
Life Convention golf tournament at 
Bob O’Link Golf Club in Chicago, Oct. 
8-9. Those who desire to play on Sun- 
day, Oct. 7, may do so by notifying the 
clerk at the Edgewater Beach hotel. 
The management of the hotel will pro- 
vide free transportation for golf players 
Sunday, Monday and Tuesday. 








in an increase of about 10 percent in the 
total distribution. The younger ages at 
issue are somewhat favored as compared 
with the older ages at issue. The in- 
crease in dividends is greater, relatively, 
on policies of longer duration, on which, 
during the past two years, the rate had 
been reduced more proportionately than 
on policies of shorter duration.” 


W. A. Carter, Salt Lake City, general 
agent of the Penn Mutual Life, was se- 
lected as chairman of the advertising 
and publicity committee of the Salt 
Lake chamber of commerce. 
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Milwaukee Garden Party 
Got Fuller and Fulle 


———__ 











An interesting coincidence occurreq ‘ aed 
Milwaukee last week at the Bavaria inclin¢ 
garden party during the convention jm of th 
the National Association of Life Unde. Jan 
writers, when five agents, named Fulle, je Act"? 
none of them related and none know, jm ("4 
to each other previously, were intro. A 
duced and gathered together. This gay, i 45 ! 
a great opportunity for punsters wh fm ig 0 
remarked that the beer party was ge. jm ea of 
ting fuller and fuller. They were Che: 7" 
ter D. Fuller of the Home Life i,m the 4 
Syracuse, N. Y., Henry C. Fuller of the je Mut 
Northwestern Mutual in Milwaukee gm "| 
Margaret E. Fuller of the National Lik im * J. 
of Vermont in Cleveland, Harold Fy. §m 5! 
ler of the Connecticut Mutual in Appl. Nezat 
ton, Wis., and W. Stancliff Fuller oi fm 2S 
the Prudential in Cincinnati. instat 

Harry S. Fuller was another membe fm °5@" 
of the clan at the Milwaukee convention latter 
but he did not gather with the others a 
He is now residing in California. Whep At 
the convention of the National Associa. im %?° 
tion of Life Underwriters was held in fF» 
Milwaukee in 1897, he was president of Hon 
the Wisconsin association. He was gen. — 
eral agent for the Washington Life for 1 
Wisconsin and northern Michigan. Later f Ve 
he became general agent for the North. im ° 
western Mutual. He was chairman of ps 
the invitations committee that brought prs 
the eighth annual convention to Mil pi 
waukee. MWe 

He started in the business in Chicago t 
with his father, Dr. S. L. Fuller, who {in 
was manager of the Washington Life, i 
Harry S. Fuller was the first secretary se 
of the Wisconsin association, being 
elected in 1890. In 1897 he was elected Th 
president. rendé 

Sr 13a 
R. F. C. Interest Rates Cut in hi 

WASHINGTON, Oct. 4.—It was an fH 
nounced by the R.F.C. that on Jan, 1, pi: 
1935, its dividend and interest rates on pat 
preferred stock and capital notes will be due 
reduced from 4 to 3% percent; the pl 
lower rate will prevail until April 1, dati 
1939, when it will return to its present agen 
level until the obligations are retired. at i 

This action, it was explained, was ap- “a 
proved by the President and is in a & ico 
cordance with the policy “to further et @ cura, 
courage banks, trust companies and u- one 
derwriters to loan in aid of national re & ,. ;, 
covery on as favorable terms as aft ap 
consistent with sound practice.” The BH dare 
rate changes will apply to securities now & 41, 
held or hereafter acquired. selve 











Another fine service for 
Berkshire Associates. 


Dependable life insurance 
since 1851. 


“Ask Any Berkshire Agent” 


BERKSHIRE 


LIFE INSURANCE CO. 


Incorporated 1851 
PITTSFIELD, MASS. 


FRED H. RHODES, President 








EXECUTIVE STAFF NOW ANNOUNCED 


















FRANK L. ROWLAND 


The Life Office Management Associa- building in New York City. F. L. Row- Blackburn, educational secretary. Mr. 
tion has opened regular executive head- 1 
quarters in the Bowery Savings Bank ard is associate secretary, and Casper K. joined the official family. 
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Office Management Association Meets 
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z 4 
inclined and recognized the danger signs 
of the breakdown. 

ames B. Slimmon, secretary of the 
Aetna Life and affiliated companies was 
chairman of the first afternoon session. 

A report on conservation activities 
was presented by a committee consist- 
ing of D. G. Mix, assistant superintend- 
ent of agencies State Mutual Life, chair- 
man; Henry Bossert, Jr., manager of 
the agency research division Provident 
Mutual Life; W. F. Brooks, conserva- 
tion supervisor New England Mutual; 
Rie Lockrey, supervisor statistical di- 
yision London Life, and Nicholas De- 
Nezzo, agency assistant Aetna Life. 
This report covered “Home Office Re- 
instatement Procedure” and “The Per- 
sistency of Replaced Business.” The 
latter was studied jointly with the Sales 
Research Bureau. 

At this session also was a committee 
report presented by Chairman R. S. 
Rust, secretary Union Central, on 
“Home Office Methods of Handling An- 
nuities and Supplementary Contracts.” 
Other members of this committee were 
H. H. Jackson, actuary National Life 
of Vermont; and F. H. Searle, assistant 
secretary Connecticut Mutual Life. The 
session was concluded with discussional 
conferences of the three committee re- 
ports of the day. 

Wednesday evening the visitors were 
entertained at the association’s banquet 
at the Wampanoag Country Club. The 
dinner was informal with no speeches. 


Colonel Dunham in Talk 


The problem of high lapses and sur- 
renders must be solved, Commissioner 
H. P. Dunham of Connecticut declared 
in his address. Much of this loss oc- 
curring in recent years, he said, un- 
doubtedly was inevitable and increased 
due to unemployment and reduced in- 
comes, “but how much,” he asked, “was 
due to the inefficient and _ ineffective 
manner in which the policies were sold 
during the recent boom era?” Many 
agents during the period seemed to aim 
at mass production and wrote as much 
as the traffic would bear. People were 
encouraged to buy large amounts of in- 
surance when a struggle to keep up pre- 
mium payments could have been seen 
as inevitable. 

“Under the circumstances,’ he de- 
clared, “it is not to be wondered at that 
the insurance companies found them- 
selves losing a great volume of business 
during the depression. Nor is it sur- 
prising that the practice of twisting 
should have become so extensive. When 
the high-pressure, helter-skelter, catch- 
as-catch-can agents found the going 
tough, they stopped to conquer, even i 


it meant taking away the legitimate} 


business of others.” 
Need Pruning of Agents 


_ The boom era was marked by a heavy 
influx of new agents and present condi- 
tions require a reduction in the army 
of agents, he recommended. 
_ “In the pruning process it is of vast 
importance that an agent’s competence, 
rather than his producing ability, should 
be the determining factor in deciding 
whether he should be kept, for this has 
an important bearing on the problem 
of keeping business from lapsing. A 
competent agent is one who sells the 
right amount of life insurance to the 
tight kind of people, and who has per- 
Manence as an objective. Such an agent 
8 aware that lapses generally lielp 
neither the policyholder nor the com- 
Pany and only add to the-experse of do- 
ing business. It is of no advantage to 
@ company to keep an agent whose lapse 
fate is consistently high over a period 
of years. 

Greetings from the Life Insurance 
ales Research Bureau were presented 
by Manager John Marshall Holcombe 
t. A committee report on “Job Rating, 
a Applied to Life Office Personnel” 
Was presented. George A. Drieu, as- 





sistant secretary of the Connecticut 
General Life, chairman of the commit- 
tee, was assisted by Dr. Marion A. 
Bills, assistant secretary of the Aetna 
Life and Elizabeth L. O’Rourke, per- 
= director of the Lincoln National 

ife. ; 

Tuesday morning’s session concluded 
with a group photograph and a lunch- 
eon in the dining room of the Connecti- 
cut Mutual. The afternoon session was 
under the chairmanship of George W. 
Cheney, assistant secretary of Phoenix 
Mutual Life. “Life Insurance Pre- 
miums and the National Income” was 
the subject of an address by Dr. Wal- 
ter Rautenstrauch, professor of indus- 
trial engineering at Columbia Univer- 
sity. 

Home Office Auditing Report 


A committee consisting of F. R. Gale, 
comptroller of the Continental Ameri- 
can Life; J. H. Stevens, secretary of the 
Crown Life and Harry H. Wartnen, 
auditor of the Provident Mutual, pre- 
sented a report on “Home Office Aud- 
iting by Company Staffs or Outside 
Auditors Including a Discussion of In- 
ternal Audit Checks.” This committee 
was under the chairmanship of John H. 
Dommelle, secretary Canada Life. 

Herbert N. Hamilton, assitant super- 
intendent of agencies Union Central 
Life, delivered an address on “Branch. 
Office Budgetary Control and Cost 
Analysis.” In the evening a demcn- 
stration and exhibit of office equipment 
was held. 

A questionnaire had been sent out on 
home office methods of handling annui- 
ties and supplementary contracts, there 
being 37 questions with the replies sum- 
marized. 

J. M. Avery, attorney National Life, 
Vermont, commented on the tendency of 
taxing bodies constantly to seek new 
ways of taxing life company assets. The 
reinsurance of Chicago companies, 
he said, has led the taxing authorities to 
the conclusion that if insurance com- 
panies could be sold on the basis of in- 
surance in force, there must be a tax- 
able value to such insurance. 

Mr. Avery said that the one thing 
that Mayor La Guardia of New York 
City must do, “if he is to successfully 
put across a new deal is to get money.” 
Now, on New York City business, sub- 
ject to an exemption of $15,000, the 
companies must pay a premium tax of 
one-twentieth of one percent, increased, 
however, to one-tenth of one percent 
for 1935. 


Scientific Evaluation of 
Company Officers Practical 





(CONTINUED FROM PAGE 2) 


gains of the preceding quarter-century 
were lost. ; 

In measuring the results produced by 
the management of any individual com- 
pany, these three separate periods must 
be taken into account and accomplish- 
ment evaluated accordingly. It is in the 
degree of variation of operating results 
from the normal trends of the three pe- 
riods that the varying qualities of man- 
agement manifest themselves. The best 
companies are those which have fol- 
lowed the most consistent growth line. 

With respect to the factor of age of 
executives, Mr. Hopf found the average 
age of all executives of the companies 
studied, throughout the period, to be 
between 52 and 53. 

He noted statistical studies failed to 
uphold the factor of company experi- 
ence of executives, beyond an essential 
point, as having a material influence on 
accomplishment. 

Mr. Hopf showed that the companies 
that ranked highest with respect to his 
“net gain” measure were the ones whose 
presidents had been chosen from among 
their own personnel. 





a Job Morth While 


The salesman of Life Insurance 1s 
doing a job distinctly beneficial to the 
community at large. 


What his effort means in 
terms of children edu- 
cated, homes saved, de- 
spair defeated and other 


benefits would be difficult 


to estimate. 


But this is certain — Every 
time a claim is paid his job 
is justified. 


The Prudential 


Jusurance Company of America 
EDWARD D. DUFFIELD, President 


Home Office - Newark, New Jersey 



















INVESTIGATE MIDWEST 
AGENCY OPENINGS 


This Fall we have agency openings in a number of important, highly 
desirable IOWA—MINNESOTA—NEBRASKA localities, many 
having business already in force. Our attractive agency contract 
assures you—1) intensive, personal home office help and field assist- 
ance; 2) a complete line of modern policies; 3) a remarkable op- 
portunity to advance with a strong 28-year-old company. Write. 

Over $750,000 paid to policyholders in 

1933—Over $2,000 every business day. 


The Old Line ‘it ra arRa ) Vite 


INSURANCE COMPANY 
CEDAR RAPIDS, IOWA 


Colonel C. B. Bathion, Pevetiant 
C. B. Svoboda, Secy.—Jay G. Sigmund, Vice-Pres. & Agency Director 
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Good Will Campaign Plan 
of Connecticut Mutual 





HAS SOME UNUSUAL FEATURES 





Novel Approach Scheme Has Been 
Prepared Through the Agency of 
Telegraph Messages 





HARTFORD, Oct. 4.—An unusual 
plan for ,the observance of a definite 
period to service policyholders and 
build good will is being used by the 
Connecticut Mutual Life in its 88th 
good will campaign, which is being held 
from Oct. 1 to Nov. 24. It is built 
around the thought that the very finest 
service an agent can render a policy- 
holder is to make sure that his life in- 
surance is adequate. In other words, 
while service in the routine fashion is 
not to be forgotten during this cam- 
paign, service in the broader sense of 
better coverage is to hold the center of 
the stage. 


Not to Call on All Policyholders 


Another feature which divorces this 
campaign from the usual policyholders 
service period is that agents are not 
asked to perform the impractical and 
often physically impossible task of call- 
ing on all policyholders, but only on 
those who are considered capable of 
being developed with real clients. 

A novel pre-approach and approach 
program has also been worked into the 
campaign. Western Union messages, 
telling of the agent’s service calls and 
delivered by Western Union messenger 
boys, will precede the agent’s call on 
each of his 64 carefully selected pol- 
icyholders. The basis of the approach 
is largely the “unexpected values,” 
bringing to the policyholder’s attention 
the value of his present insurance as 
translated into retirement values for 
himself. : 


Coffin Sums Up Convention 
by Picking All-Star Teams 


(CONTINUED FROM PAGE 3) 


Left tackle—Paul Speicher: “The old 
man will sit in his chair and hear the 
rhythmic march of many feet — his 
dollars.” 

Left guard—George J. Kutcher, North- 
western Mutual, New York: “Don’t sell 
what they want but what they need— 
and make ’em like it.” 





Stanley Martin at Center 


Center—Stanley Martin, John Hancock, 
Columbus, O.: “Talk life, not life in- 
surance,” 

Right guard—Frank Robinson, Mutual 
Life of Canada, Montreal: “The agents 
should get squared away themselves be- 
fore attempting to solve the problems of 
the people.” 

Right tackle—A. J. Johannsen, North- 
western Mutual, Chicago, who plans 
every step of the sale—just what to do 
and what to say. 

Right end—James Lee Loomis: “He 
that observeth the wind shall not sow.” 

Quarterback—Miss Olivia Orth and her 
associates, Milwaukee, who presented 
the two playlets, for showing the power 
of the concrete as opposed to the 
abstract. 

Right halfback—H. T. Wright, Equit- 
able of New York, Chicago: “There is 
no substitute for number of lives as an 
objective for the agent.” 

Left halfback—Ted Simmons, Pan- 
American Life: The importance of being 
a “good guy” and “put your arm around 
the other fellow a little oftener.” 

Fullback—Grant Taggart, California- 
Western States, Cowley, Wyo: “The for- 
mula for success is unavailable—it’s just 
effort.” In this one instance Mr. Coffin 
took issue with his “player,” and said it 
was very evident that Grant Taggart’s 
sincerity and courage are big factors in 
his success, 


He said there might be some com- 
ment on his giving Mr. Loomis one or 
more positions on both teams, “but, 
after all; he’s my boss.” 








Headline Maker 














ALEXANDER E. PATTERSON 


Around Alexander E. Patterson of 
Chicago last week in Milwaukee cen- 
tered one of the most spirited and excit- 
ing election fights in the history of the 
National Association of Life Underwrit- 
ers. He was put forth by his friends 
for the position of vice-president, so as 
to be in line for the presidency next 
year. However, he lost out by only one 
vote in the national council to Lester 
O. Schriver of Peoria, Il. 


Important Point Overlooked 


After the heat of the election it was 
discovered that Mr. Patterson, in being 
defeated for vice-president, had been 
lost as a member of the official family 
of the National association, since he was 
not included among the trustees. There- 
fore, his friends conceived the idea of 
requesting one of the trustees, who had 
been nominated in the national council 
to withdraw so that Mr. Patterson might 
be named. C. J. Zimmerman of New- 
ark, N. J., readily consented to be the 
one to retire. Mr. Patterson had re- 
turned to Chicago and for some time 
declined to be a party to such an ar- 
rangement. However, on Friday morn- 
ing, the day of the election, his friends 
persuaded him by telephone to consent. 
He went back to Milwaukee, arriving in 
time for the election and in time to ap- 
pear on the platform along with the 
other new trustees and officers. 

Mr. Patterson is general agent in Chi- 
cago for the Penn Mutual Life and is 
one of the most popular men in the 
field. 


Chicago Actuarial Club Meets 


The Chicago Actuarial Club will re- 
sume its meetings at a gathering Oct. 
8. Among topics to be discussed are: 
Life underwriting in connection with— 
(a) students, (b) young men with tem- 
porary employment, 
without employment, (d) insurable in- 
terest of beneficiaries; what size policy 
or premium should be established as a 
minimum; term or low premium con- 
tracts vs. contracts involving a larger 
investment element— (a) advantages or 
disadvantage of the high premium con- 
tract to the insured; (b) advantage or 
disadvantage of the high premium con- 
tract to the company. Ralph Booth, 
statistician in the Travelers’ branch in 
Chicago, is president; A. J. Schmidt of 
the Life & Casualty of Chicago, vice- 
president, and J. A. Roberts, Continental 
Assurance, secretary. 








the convention was a confirmation of 
the old statement that “it is not so im- 
portant what you say as how you say 
it.” The speakers at this meeting, he 





One of the chief impressions gained at 


declared, said it right because they be- 
lieved it sincerely. ‘ : 


(c) young men 


Qualified Executive Must 
Get Adequate Compensation 





LAW OF SUPPLY AND DEMAND 





Connecticut Mutual’s President Discus- 
ses Live Subject at Management 
Association Meeting 





HARTFORD, Oct. 4.—The law of 
supply and demand is just as much in 
evidence and in force in respect to high- 
priced labor as it is in respect to day 
labor, wheat or copper, James Lee 
Loomis, president of the Connecticut 
Mutual Life, told the members of the 
Life Office Management Association in 
the second day of its three-day gather- 
ing here. Today’s session was held at 
the home office of the Connecticut Mu- 
tual. Mr. Loomis’ discussion came in 
connection with his comment on the 
problem of executive salaries in the in- 
surance business. 

Dealing with problems of personnel, 
Mr. Loomis held that neither wages nor 
salaries can be arbitrarily fixed “and 
stay fixed in contravention of this eco- 
nomic law.” 


Gives Some Examples 


Mr. Loomis cited as examples agency 
officials able to increase efficiency of field 
forces substantially, underwriters able 
to lower mortality as much as 5 percent, 
investment experts who can rearrange a 
bond portfolio to increase yield of one- 
quarter of 1 percent without loss of se- 
curity. Such accomplishments, he pointed 
out, mean huge gains to large companies. 

On the other side, Mr. Loomis showed 
inefficiency in any one of these fields 
means equally important losses. 

“If I have any observation to make 
on compensation as an executive prob- 
lem in the last ten or 15 years,” he said, 
“IT would say that we have permitted the 
idea of dollars, and what dollars stand 
for, to take too large a place in our 
minds. We have not attached sufficient 
importance in all lines of industry to the 
fact that corporate officials stand more 
or less in the position of trustees—to 
the fact that there is more compensation 
in what I might define as the joy of 
achievement than we have assigned to 
this factor. 

“But, as important as are these ele- 
ments, we cannot disregard fair reward 
for productive service. If so we shall 
soon have no production.” 


Lauds Association Work 


Mr. Loomis gave much praise to the 
work which the Life Office Management 
Association is doing. He also stressed 
the necessity for a sympathetic under- 
standing between supervisory officials 
and those who work in lesser capacities. 

“Be conscious of points where they 
fail,” he said, “and use every reasonable 
means to correct them. But above all 
do not make it easy for your helpers 
to be ‘leaners.’ Encourage them to stand 
on their own feet.” 

Mr. Loomis concluded his talk with a 
discussion of what he termed “business 
philosophy.” 

“Many approach their business and 
consider their business as merely a means 
of livelihood; the idea being that their 
occupation furnishes the wherewithal to 
support themselves and their families. 
The more they can draw out of busi- 
ness, the higher standard of living they 
can support. In too many instances this 
is the objective. This, I believe, is a 
business philosophy that clearly makes 
for insecurity. 

“The only way that a person can make 
a business continuously successful is to 
be dominated with the ideal of furnish- 
ing in the most satisfactory manner that 
needful form of service which his busi- 
ness is calculated to render. 

“Life is a study in balance. The small- 
est fraction of increase or decrease in the 
pull of gravitation would soon send us 
off into freezing space or draw us into 





Standards of Training 
Are Urged on “Ad” Mey 








Insurance advertising executive 

should set up some standards of e 
cation and training, leading to a desig, 
nation  simily 
to the C.L.y 
L. L. Mon 
gomery, sale 
consul tant 
Stated _ beford 
the  Insurane 
Advertising 
Conference 4 
Rye, N. ¥ 
E mp hasig 
should b¢ 
placed upon q 
thorough train. 
ing in social 
psychology, 
sociology, in 
social insy. 
ance ag 4 
whole, so as to be able to understand 
better the relationships that environ. 
mental presures have upon risk and risk 
bearing. 
_ Insurance advertising is only in its 
infancy, he believes. The sociological 
import of the right kind of life insur. 
ance advertising is incalculable. Prop. 
erly directed it will revolutionize the 
thinking of the masses in terms of the 
working power of money and the value 
of cooperation. 

The risk bearer should emphasize the 
preventive side of his work in all his a¢- 
vertising and public relations. This js 
being done to a limited extent in health 
propaganda. 

Advances expected in life insurance 
advertising will cause more emphasis 
to be placed upon the proper selection 
and training of agents. 





L. L. MONTGOMERY 





Ohio Hearing Was Given to 
Sears-Roebuck Companies 


COLUMBUS, O., Oct. 3.—An infor- 
mal hearing was held in the office of C. 
T. Warner, superintendent of Insurance, 
this week, relative to the plan used by 
the Allstate Fire and the Allstate Insur- 
ance Company of Chicago in obtaining 
business in Ohio. Both companies are 
owned by Sears Roebuck & Co., which 
also owns the Hercules Life. When the 
Allstate companies were admitted to 
Ohio they appointed managers of two 
of the Sears-Roebuck stores as agents. 
Later two agents of* the Hercules were 
appointed in their stead. Neither ar- 
rangement met the approval of the or- 
ganized insurance agents of the state, 
who brought complaint. The manner in 
which insurance applications were ob- 
tained and written also was discussed. 
The Allstate companies have not been 
relicensed nor have the two Hercules 
agents yet been licensed by the state to 
write other lines of insurance. 


Sale of United States Life 


NEW YORK, Oct. 4.—Definite an- 
nouncement that the sale of the United 
States Life to C. V. Starr, head of the 
American International Underwriters of 
New York and other international in- 
surance enterprises, has been consum- 
mated is expected within a very few 
days, negotiations having proceeded to 
the point where only the formalities re 
main beyond the fact that new aggres- 
siveness and financial strength will be 
brought to the company. It is empha- 
sized that the present management and 
traditions will be continued. 


Canadians Raise Annuity Rates 
Most of the larger Canadian compa 
nies put into effect, commencing Tues 
day of this week, increased rates for ai 
nuities averaging about 5 percent. e 
necessity. for the increase is due to the 
lower interest rate trend and the fact 

















the melting heat of the sun.” 


that mortality has been running against 
the companies. 
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pense Calculations 











That certain principles of cost ac- 
counting can be applied to the control 
of expenses of life insurance companies 
43 well as in other industries, was 
jrought out in a report of the commit- 
fe on home office expenses by R. R. 
Coombs, assistant secretary Massachus- 
ets Mutual, committee chairman, be- 
fore the Life Office Management Asso- 
tiation at Hartford this week. 

The committee has made a _ study 
wer the past three years of the func- 
tional cost of home office operations as 
experienced by companies represented 
in its membership. Other members 
were: W. J. Cameron, Home Life; W. 
D. Holt, Provident Mutual; B. S. 
Johnson, Guardian Life; L. R. Menagh, 
Prudential; N. P. Wood, State Mutual 
Life, Massachusetts. 


Operating Expenses Studied 


The objectives of the committee were 
to create a medium whereby operating 
expenses in the companies may be com- 
jared, and from this comparison to de- 
termine the most economical procedure 
being followed in the various operations 
as evidenced by the relative cost in the 
respective companies, giving considera- 
tion to the results or measure of serv- 
ie accomplished. In general, the an- 
nual statement disbursement totals rep- 
resenting home office operating costs 
were distributed for this purpose. 


Functional Costs Compared 


At the last conference, the commit- 
tee presented a comparison of the vari- 
ous functional costs experienced by the 
same group of companies. A consider- 
able improvement was noted in the cor- 
responding figures for the year 1933 
which Mr. Coombs believes represented 
improvement due to corrective meas- 
ures taken, based upon the attention fo- 
cused upon these particular functional 
costs. 

The figures for four of the companies 
reasonably comparable in size were 
used. The lowest cost in each expense 
division is considered to be 100 per- 
cent, and in each exhibit the position 
of each of the other companies is shown 
in its corresponding percentage ratio. 
The largest volume is represented by 
the letter A in each division with the 
- on volumes designated B, C 
and D. 


Cost Itemg Show Decrease 


The cost items investigated were: 
Field office expense, new business and 
old business; home office acquisition; 
selection and issue; premium collec- 
tions; changes in contract; death 
claims; maturities; cash surrenders; 
other terminations; disability claims; in- 
vestment and general administration ex- 
pense. In the consolidation of all the 
functional costs, company A dropped 
from 107 percent in 1932 to 102 in 1933. 
Company B, whose figures showed 110 
percent in 1932, dropped to 98 percent 
m 1933. Company C, which experi- 
enced 100 percent in 1932, dropped to 
87 percent in 1933. Company D, whose 
Cost was 110 percent in 1932, dropped 
to 102 percent in 1933. 


Improvement Over Last Year 


In regard to this group of costs, a 
ecided improvement was noted in 1932 
and 1933. It was found that the total 
of the reductions in the cost figures of 
1933 from 1932 was almost three times 
the increases. It is believed that a sub- 
Stantial percentage of this improvement 
has been due to action occasioned by 
the comparison between the companies 
of their cost figures. Although they are 
















somewhat imperfect still, nevertheless | to the task. Keeping a performance | ings. J. F. Hackman, Lincoln National 
they serve as a measure of control and | record would be a daily record of the | Life, discussed assessment associations 
correction of uneconomical operating | work actually performed by a particular | in California. Rex D. Jeffrey, Provi- 


procedure in regard to this group. cler‘: as compared to the standard estab- | dent Mutual Life, told of the coopera- 
_ The committee found that a standard lished by that job. tion of the Better Business Bureau in 
distribution of disbursements represent- Determination et: Labor Cont its radio broadcasts about twisters. J. 


, 4 L. Brader, Penn Mutual, spoke on the 
Standard practice would consist of es- | value of membership. 
tablishing the best way to perform a 


ing operating costs, performed year 
after year in exactly the same manner, 


reveals trends in per capita cost which gactisaier tiel, und the meduuery super —————- 

may be analyzed periodically for the | Patucular ’ y ° 

cataaine of Aner es poss AAP ro sit- | Vision to see that all clerks engaged in Seek to License Agents 

uations. this task performed it in substantially| A pit providing for the licensing of 
Only a comparatively few companies the same manner. mutual life insurance agents in Texas is 


carry on an exhaustive analysis of the i Pte pape: such a Pina oe being advocated, it was brought out at 
expenses of their home office operations | POFUOM OF Home oflice expenditures, the | the meeting in Dallas of the Association 
distributed to function. Ho eventual development of some of these | of State-Wide Mutual Life Insurance 
= pane” wever, | statistics and controls will help to an- : a: = 
they are apparently becoming conscious : . . Companies. Commissioner R. L. Dan 
y Pp y g : swer the question: What is a satisfac- | ;¢} ied by J. Jc Timmins 
of the need for this type of analysis. ’ ‘ser sn | ee accompamed. OY J. J: + ummims, 
Th : ah 7 tory day’s work, what is it worth in deputy commissioner, and Sidney Ben- 
€ necessity for certain types of rec- | dollars and cents, and how can we con-|poW of the sttorney-general's  depart- 
ords, production standards, performance | trol our production to be assured that | ment were guests at the meeting. D.C. 
standards and standard practice is in- | all employes receiving a certain wage Tabor presided at the meeting of the 
volved in the application of these princi- | are rendering a proper return to the association, recently formed. 
ples. company in actual performance? - ° 


Production Standards May Be Found Se SSCay sal A — 
The development of production stand- New Los Angeles Forum Test Bi tion Law 
ards may be taken to mean that on all| J. R. Mage of the Northwestern Mu-} Commissioner Read of Oklahoma has 


jobs of a repetitive nature a standard | tual Life, president of the Life Under-| filed suit to enjoin the Midwest Mutual 
of production should be established | writers Association of Los Angeles,| Burial Association from operating with- 
which would represent the measured | opened the initial meeting of the re-| out a permit from the insurance depart- 
quantity of work actually expected by | cently organized Life Insurance Forum.| ment. The suit attacks the constitu- 
the management per hour or per day | Phinehas Prouty, Jr., presided. W. M.| tionality of a 1929 law exempting such 
from each clerk whose salary has been | Hammond, general agent of the Aetna | organizations from supervision of the de- 
graded to a particular rating assigned Life, discussed benefits of such meet-| partment and is purely a test case. 
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AREFUL insurance buyers, in increasing numbers, are 
specifying “L-M-C” dividend-pz jing policies for their 
Automobile and General Casualty insurance. In addition 
to sound protection, they receive the benefits of efficient 
nationwide service and substantial savings on cost through 


annual dividends paid to policyholders. 


This trend to “L-M-C” through good times and bad, is 
building a steadily growing and profitable business for 
the leading agents throughout the country who represent 


this company. 


LUMBERMENS MUTUAL CASUALTY COMPANY 


ae James S. Kemper, President 
MUTUAL INSURANCE BUILDING CHICAGO, U. S. A. 
LEADING i-th. & §-f-a st a CC. O:-M:-P'A N -Y 
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Importance of Mr. Hopf’s Address 


THE challenge to life company manage- 
ment to step forward and weigh its accom- 
plishments in the scale of scientifically de- 
veloped tests of management performance, 
which is contained in the.address of Harry 
ARTHUR HopF, management engineer, be- 
fore the Lire OrricE MANAGEMENT Asso- 
CIATION this week, is one that cannot be 
dismissed as mere theorizing. A recog- 
nized authority in the field of manage- 
ment engineering, and possessed of a life 
insurance background as well, Mr. Hopr 
has marshaled an array of facts and fig- 
ures during his seven years’ research 
which cannot be answered by anything 


less than an equally objective and scien- 
tific approach to the problem. 

There will be varying reactions to his 
conclusion that life companies can and 
should substitute scientific measurement 
for appraisal in avaluating their achieve- 
ments and in budgeting future perform- 
ance. But without serious study of the 
data from which he derives his conclu- 
sions, no one can fairly dismiss them as 
mere opinions. Mr. Horr gave his sour- 
ces in considerable detail in his address 
this week, and in his book now in prepa- 
ration he will give them even more ex- 
haustively. 


Field of Life Company Investments 


CLEARLY there are various fields of life 
company investments, each particularly 
favored by certain companies or groups 
of companies. Some eastern companies 
pin their faith to the underlying securi- 
ties of railroads and public utilities while 
other companies are equally strong for 
the farm mortgage or the small city 
residence mortgage. Then there is the 
class of life insurance investors who 
favor large mortgages on office build- 
ings, hotels and apartment houses. Each 
of these classes of investments, and no 
doubt many others, has its merits and 
it might be said that there is a good 
field in each where intelligent selections 
are made. 

This is all as it should be. Particu- 
larly the smaller and medium sized com- 
panies can scarcely be expected to main- 
tain organizations of experts in all the 
investment fields. But the trouble is that 
agents in the field tend to cast reflec- 
tions upon the classes of investments in 
which their own companies do not spe- 
cialize and in this way do harm to the 
business as.a whole. Agents should bear 
in mind that every investment field offers 
good opportunities provided a company 
is equipped to select the proper invest- 
ments, and just because their own com- 
pany specializes in one is no reason why 
other companies are pursuing the wrong 
investment policy. Properly selected 
farmand-small-city mortgages have been 
‘proved-to--be- good provided they are 


properly supervised and this takes an 
organization built up for that purpose. 
One conservative and well managed 
eastern company has just purchased a 
large amount of railroad bonds, adding 
to its already large holdings, but these 
purchases are of underlying securities of 
the best roads and are undoubtedly 
thoroughly sound, 

The criticism, if any, should be of in- 
dividual portfolios and not of any of the 
well-established classes of securities in 
general. The life insurance investment 
field is too large to be confined to any 
one class of securities and life insurance 
on its investment side will best perform 
its functions in serving the public if in- 
vestments are diversified, taking the best 
in each field. Those companies which 
have been known as farm mortgage in- 
vestors primarily may have an advan- 
tage in having a sufficient quantity of 
mortgages to justify thorough organiza- 
tion and supervision and the same ap- 
plies to all the other standard investment 
fields. Agents, if they take up the in- 
vestments of companies.at all, should 
learn to discriminate and not merely 
rush in with- wholesale criticisms of 
classes of investments purchased by 
companies other than their own. 


Atways be up and doing. Activity 
cuts a very much greater figure than it 
is usually ‘given credit for in the suc- 
cess of a young man. 


PERSONAL SIDE OF BUSINESS 


Se 
ae 





The Joseph Wortman agency of the 
Security Mutual in Boston celebrated 
formal opening of larger quarters in the 
Atlantic National Bank building. G. R. 
Clark, assistant superintendent of agents 
with headquarters in New York, was 
present. 


On a train from Detroit to Cincin- 
nati, Friday night, a stray bullet plowed 
its way through the window of a draw- 
ing’ room and buried itself in a pillow 
on the opposite side of the room where 
Charles F. Williams, president of the 
Western & Southern Life, was sleep- 
ing. Mr. Williams was not awakened 
until the broken window was discovered 
when the train stopped at a way sta- 
tion. Three shots had been fired at the 
train after it passed Toledo. 

E. Scott Martin, a member of the 
Garland & Martin general agency of the 
Pacific Mutual at Farmville, Va., is 
dead. This agency, formed Nov. 1, 1912, 
covers all of Virginia and a part of 
North Carolina. It is one of the Pa- 
cific Mutual’s larger agencies, which was 
built. in spite of many difficulties to a 
point where it now has more than $50,- 
000,000 of business in life insurance and 
commuted value of accident insurance 
in force. Mr. Martin and his partner, 
J. E. Garland, submitted a number of 
applications totaling $15,000 when they 
signed the contract 22 years ago. They 
set out to build their agency in a terri- 
tory which was very largely rural, with 
communities that were mostly small 
towns, and were signally successful. 


Raleigh Crumbliss, advertising man- 
ager of the Provident Life & Accident 
of Chattanooga, is president of the 
Chattanooga Stamp Club. He is one of 
the most enthusiastic philatelists in the 
country. Mr. Crumbliss watches all the 
letters coming into the head office and 
grabs off any stamps that are notable. 


Jens Smith, junior vice-president Pa- 
cific Mutual in the agency department, 
has been in Chicago visiting the com- 
pany’s offices there and went on to St. 
Louis. Dr. W. W. Beckett, medical di- 
rector, and Dr. E. H. Lee, his assistant, 
are on their way east, stopping over in 
Chicago bound to the annual meeting 
of the Medical Directors Association. 


G. D. Forbes, Waterloo, Ont., one of 
Ontario’s best-known industrialists, who 
in addition to numerous other executive 
positions was vice-president of the Do- 
minion Life, died there suddenly. 


C. L. Ayres, president of the Ameri- 
can Life of Detroit, is convalescing in 
a hospital in his city from an automo- 
bile accident which occurred Sept. 20 
when his car crashed into a protected 
safety zone. A number of ribs were 


—— 


Agents, who accompanied her husban¢ 
to many insurance gatherings, will pa. 
ticipate in a notable ceremony Thyy;. 
day of this week. On that day he 
mother will be 100 years old. My 
Case has been a dutiful daughter an 
has looked after her mother for many 
years, ; 

M. C. Clay, 71, former Kentucky jn. 
surance commissioner, died at his home 
at Mt. Sterling, Ky. He suffered a para. 
lytic stroke earlier in the week. 

W. A. Savalte, manager at Manila 
P. I, for the Asia Life of Shanghai 
China, arrived in San Francisco last 
week on the S. S. Malolo, to which fe 
transferred at Honolulu from the S. §. 
Empress of Canada, and went to Los 
Angeles for a brief visit. He left Los 
Angeles for New York, expecting to 
be back in the Philippines before the 
end of the year. Mr. Savalte states that 
only two life companies are operating in 
the Philippines, the West Coast Life and 
Asia Life. The latter specializes jn 
writing Orientals in the Far East and 
has 15 offices in China and the Orient, 
all under American managers, but 
mainly with Oriental personnel in the 
field force. C. V. Starr of San Francisco 
is president of the Asia Life. 

Jonathan Burbank, for 48 years in the 
service of the Manufacturers Life and 
first president of the Brantford (Ont. 
Life Underwriters Association, died at 
his home there. 


President A. R. Wilson of the Amic- 
able Life of Waco, Tex., was the guest 
of the Amicable’s San Antonio agency 
at-a banquet in his honor. In his ad- 
dress he said the new business placed 
on the books of the company has been 
more than enough to offset the losses 
during the depression. 


L. N. McAfee, district agent Metro- 
politan Life, Fort Smith, Ark., will di- 
rect the Fort Smith campaign of the 
Federal Housing Administration. 


H. H. Hull, Richmond general agent 
State Mutual Life and former president 
of the Richmond Association of Life 
Underwriters, will conduct a course in 
the principles of insurance and econom- 
ics of life insurance at the evening school 
of business administration of the Uni- 
versity of Richmond. 


The estate of the late D. P. Kingsley, 
former president of the New York Life, 
who died Oct. 6, 1932, has been valued 
at $329,664 gross and $261,751 net. Mr. 
Kingsley’s collection of Shakespeariana 
is worth $55,990. He owned securities 
$110,175. His insurance aggregated 
$90,130. The most valuable of his 





broken. He suffered severely from 
shock, bruises and lacerations. Mr. 


-Ayres was scheduled to speak before the 


American Life Convention meeting next 
week in Chicago. It will be remem- 
bered that he was to have delivered an 
address last year but he was prevented 
from attending by having to undergo a 
major operation. Executive Vice-presi- 
dent Claris Adams of the American Life 
will substitute for Mr. Ayres on the 
program this year. 


P. L. Cochran, Spokane, Wash., man- 
ager of the Mutual Life, was the guest 
of honor at a dinner given by 54 mem: 
bers of the local staff and agents from 
several parts of the Inland Empire, 
honoring Mr. Cochran’s 25th year with 
the company and his fifth year as man- 
ager. Fred Ashley, agency organizer, 
was toastmaster. — 


Mrs. James L. Case of Norwich, 
Conn., wife of the late president of the 





Insurance 


National. Association of 





Shakespeare collections is the first edt 
tion of plays published by Isaac Jag- 
gers and Ed Blount in London in 1623. 

After spending two days in San Fran- 
cisco where he met for an all-day ses- 
sion with more than 300 representa- 
tives of the company in the northern 
California territory and spent one dav 
in conference with local officials, Fred- 
erick H. Ecker, president of the Metro- 
politan Life, left for Los Angeles where 
a similar meeting was held with com- 
pany representatives in the southern 
California territory. 

Col. J. R. Young, former North Caro- 
lina insurance commissioner, was pail- 
fully but not seriously injured when he 
was struck by an automobile near his 
home in Raleigh. 


S. I. Arnopolis of the Chicago Cleat- 


ing House Branch of the New York 
Life has returned to active service aftet 





two and a half years of ill health. 
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NEWS OF THE COMPANIES 
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Register Contract Approved 





Guaranty Life of Davenport Is Awarded 
the Business, Assuming It on 
Management Basis 





The contract whereby the Guaranty 
Life of Davenport will take over the 
Register Life of that city has been ap- 
proved by. the Iowa insurance commis- 
sion, consisting of the governor, attor- 
ney general and insurance commis- 
sioner. This, therefore, is the final act 
in the deal which gives great satisfac- 
tion to all concerned inasmuch as both 
companies are located in the same city 
and therefore the work can be carried 
on with greater satisfaction and economy 
than would otherwise be the case. 
President L. J. Dougherty of the Guar- 
anty Life is regarded as one of the 
foremost officials of the west and his 
company is in excellent shape. The 
contract is regarded as fair to the Regis- 
ter Life. It is a management contract 
and the Guaranty Life will carry out 
its part of the bargain satisfactorily. 


C. H. Jackson Made President 
of the Postal Life Companies 


C. H. Jackson, who has been vice- 
president of the Postal Life and Postal 
National Life of New York, has been 
elected president and M. J. Denda, vice- 
president of the Postal National Life, 
was also elected vice-president of the 
Postal Life. Mr. Jackson for 23 years 
was with the Security Mutual Life of 
Binghamton, serving as superintendent 
of agents. He then occupied a similar 
position with the Scranton Life. Later 
he was made general agent of the 
Union Central Life at Buffalo and in 
May, 1932, went to New York City to 
become assistant to the president of the 
Postal Life. Then he was made vice- 
president and a director. He has done 
a great deal of field work. 

Mr. Denda, a graduate of the Uni- 
versity of Montana, started with the 
Postal National Life five years ago. 











Country Life’s Statement 


The July 1 statement of the Country 
Life of Chicago shows assets $2,898,822, 
capital $100,000, net surplus and spe- 
cial funds $431,982, new premiums $107,- 
386, renewals $556,000, total income 
$732,497, total disbursements $337,138, 
new business $6,263,750, insurance in 
force $58,200,051. 


Bell “Pot of Gold” Winner 


_Lynn E, Bell of Ypsilanti, Mich., car- 
tried off first honors in the “Pot of 
Gold’ contest, put on by the field force 
of the Ohio State Life. J. C. McFar- 
land, Cincinnati general agent, was sec- 
ond and L. S. Shafer, Indianapolis gen- 
eral agent, third. Thirty-five field men 
Joined in the division of the money set 
aside in the contest, which was a fea- 
ture of the President’s Rally now in 
Progress under direction of a commit- 
tee of field men, in honor of President 
U.S. Brandt. 


New Actuary Is Named 


KANSAS CITY, MO., Oct. 4.—W. 
R. Jones, chief assistant actuary of the 
ew Jersey insurance department, has 
resigned to become actuary and vice- 
President of the National Fidelity Life. 
Graduated with an A.B. degree from 
ames Millikin University, Illinois, in 
1924, Mr. Jones later secured a master’s 
degree from the University of Michigan 
i statistical and actuarial mathematics. 
€ was associated with the employes 
retirement system of Cook county, IIl., 
aS assistant actuary for a while, and for 
SIX ‘years was actuary for the North- 

















R. J. Learson Advanced by 
Western & Southern Life 








R. J. LEARSON 


R. J. Learson has been promoted to 
associate actuary of the Western & 
Southern Life. He is a Harvard man, 
graduating in 1926. He started his ac- 
tuarial career in the John Hancock Mu- 
tual, immediately after graduation, join- 
ing the Western & Southern as assistant 
actuary in 1931. 








western Life of Nebraska. He is an 
associate member of the Actuarial So- 
ciety of America and a fellow of the 
American Institute of Actuaries. 


Central Life Club Banquet 


The men’s club of the Central Life 
of Des Moines held a banquet with 
George Carlin, educational director and 
Dick Ellingson, field supervisor, as 
speakers. Plans were discussed for 
home office support to be given pro- 
duction efforts during October in honor 
of President G. N. Ayres, who joined 
the company on Oct. 1, 1916. George 
Kersey is president of the club. 








General American Appoints 


The General American Life appointed 
J. R. Griffiths of Chicago assistant gen- 
eral attorney. Mr. Griffiths will ‘be ad- 
ministrative head of the General Ameri- 
can Life’s legal department under the 
supervision of Judge Allen May, general 
attorney. After he graduated from the 
University of Chicago law school, Mr. 
Griffiths was associated with the law 
firm of Scott, MacLeish & Falk of 
Chicago for five years. Last January 
he became connected with the Recon- 
struction Finance Corporation as the at- 
torney for its Chicago agency. He is 34 
years old. 


Hugh L. Walker Has Resigned 


Hugh L. Walker has resigned as vice- 
president of the Detroit Life. He has 
been in charge of the agency depart- 
ment since 1930. He was formerly as- 
sistant superintendent of agents of the 
Home Life of New York. Mr. Walker 
at one time was connected with the Life 
Insurance Sales Research Bureau of 
Hartford. 








Forker to Home Office 


Floyd W. Forker, assistant manager 
of the home office agency of the Pacific 
Mutual Life, has been transferred to the 
executive agency department at the 
home office. Mr. Forker joined the com- 
pany in July, 1925, on a part time basis 






























































tis often difficult for a Field- 
Man to obtain an interview suf- 
ficiently long to explain what 
a well-rounded Life Insurance 
Program really is—and what it 
can do for his prospect. 


In its October advertisement* 
the Metropolitan tells in plain 
language how to go about 
building a Program which most 
family men need in order to 
obtain as much protection as 
possible. 


The copy should promote a 
wider general understanding 
of a modern Life Insurance 
Program. 


*Business Week, Collier's, Cosmo- 
politan, Forbes, Nation's Business, 
Saturday Evening Post, Time. 


METROPOLITAN LIFE 
INSURANCE COMPANY 


Frederick H. Ecker, President 
ONE MADISON AVE., NEW YORK, N. Y. 
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A NEW BOOKLET=“Abraham 
















Lincoln=A Concise Biography’ 


has been published by THE 


INSURANCE COMPANY of 


Fort Wayne. Indiana. 





Introduced to the public through 
national magazine advertising. 
branch offices: general agencies: 


it provides LNL field men with an 


excellent new source of contacts. 


















One Reason for 
Activity of Group Lines 









In the face of the current interest in so-called 
social insurance the typical business executive 
turns to group insurance as the fairest, surest and 
most economical way of increasing the security 
of employees. 





Group life, accident and sickness and retire- 
ment annuity plans are all active now. For the 
services of our specialists, call our local office. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 








LINCOLN NATIONAL LIFE. 





while attending Stanford University. 
After he graduated from Stanford in 
June, 1927, he became a full time agent. 
In March, 1930, he was made agency 
analyst and continued in this capacity 
until June, 1934, when he was appointed 
assistant manager. He is actively inter- 
ested in C. L. U. work in Los Angeles 
and was recently elected secretary-treas- 
urer of Los Angeles chapter. 


Gulf States Security Increase 


The Gulf States Security Life, accord- 
ing to President Z. E. Marvin, shows 
an increase of $197,185 in assets and 
$58,747 in surplus for the first eight 
months. Insurance written increased 
100 percent and the business in force 
now exceeds $38,124,000. Admitted as- 
sets on Aug. 31 totaled $2,491,871 with 
a surplus to policyholders of $873,110. 
Cash totaled $321,913. 


Plans 25th Year Celebration 


A silver jubilee celebration to be held 
in Milwaukee July 9-10, 1935, is planned 
by the Old Line Life of America, of 
that city, in observance of its 25th an- 
niversary April 16, 1935. A year’s qual- 
ifying period is given field members to 
attend. 


Columbian National Life’s Figures 


The July 1 statement of the Colum- 
bian National Life shows assets $40,- 











094,663, capital $2,000,000, surplus ¢). 
020,266, new premiums $205,006, reney. 
als $1,915,834, total income $3,242,645 
total disbursements $3,549,690, new busi. 
ness $6,409,745, amount in force $169. 
845,066, mortality rate 69.7 percent, net 
interest earned 3.95 percent. 





Report on Continental 


Cash income of the Continental Life 
of St. Louis exceeded expenditures jn 
August by $11,054, receipts being $189. 
770 and disbursements $178,716, Insyr- 
ance Superintendent O’Malley of Mis. 
souri reported to Circuit Judge Ryan, 
Insurance in force at the end of August 
was $78,681,075, compared with $82,625, 
914 at the beginning of the month. Aug, 
1 the company had cash $433,674. It in. 
vested $207,026 in short term United 
States certificates. Cash Aug. 31 was 
$237,701. Claims and annuities paid in 
August totaled $94,227. 





Durbar Promoted by Imperial 


TORONTO, Oct. 3. — P. H. Dur- 
bar, formerly manager at Quebec, has 
been appointed assistant superintendent 
of agencies by the Imperial Life. A. C. 
MacPhee will succeed Mr. Durbar at 
Quebec, but will also continue as man- 
ager at Sherbrooke. 





The Lincoln Liberty Life, Lincoln, 
Neb., has been admitted to Kentucky, 
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CONVENTIONS 





“It’s Being Done” Is Slogan 





Security Mutual Holds Convention at 
Lincoln—General Agents Asso- 
ciation Formed 





Sixty agents of the Security Mutual 
Life attended the two-day agency con- 
vention at Lincoln, Neb. C. B. Dobbs, 
Nebraska general agent Mutual Benefit 
Life, was unable to fill an engagement 
as guest speaker, as he was in Mil- 
waukee to receive the C. L. U. degree, 
and agency programs were turned over 
entirely to general agents and other 
field men, after Vice-president Byron 
Stephenson had outlined the investment 
policy of the company and indicated the 
favorable results of the past year. “It’s 
Being Done” was the slogan of the con- 
vention, and talks were largely along 
the line of increasing the level of 
agency. morale. The company’s own 
record of 60 percent increase in new 
business for the first eight months and 
such records as made by a new agent in 
Minneapolis, who sold $90,000 in three 
months, after selling $10,000 his first 
month, were cited to show that in spite 
of drought and short crops, business was 
to be secured. 

a i McPheeters, Edmond, Okla., 
was elected president; George Quam, 
Minneapolis, vice-president, and E. 
Frerichs, Lincoln, secretary of the Se- 
curity Mutual General Agents & Dis- 
trict Managers Association, a new or- 
ganization. At its first meeting a defi- 
nite program of expansion in all terri- 
tories was outlined, which includes in- 
crease of sales forces and enlarged ac- 
tivities. 

A. Hyde, vice-president and 
agency director, presided and said he 
found an improved mental attitude of 
agents towards existing economic con- 


ditions. Temporary illness prevented 
President E. B. Stephenson from at- 
tending. 





Canada Life Conventions 


Under the chairmanship of R. G. Mc- 
Donald, superintendent, and J. Gordon 
Beatty, assistant actuary, a three day 
session in the maritimes wound up the 
Canada Life’s 1934 series of regional 
club activities. The officials consider 
that this season’s schedule of conven- 








tions has been most satisfactory from 


every standpoint. The convention was 
a joint regional meeting of Quarter Mil- 
lion and Century Club in the Maritime 
provinces. The location was at St. An- 
drews-by-the-Sea, New Brunswick, a 
famous Canadian seaside resort. 





Metropolitan Southwestern Meet 


A new deal in life insurance protec- 
tion to families was the principal fea- 
ture of an educational sales congress in 
Hot Springs, Ark., attended by several 
hundred managers and agents in the 
Southwestern territory of the Metro- 
politan Life. K. C. Ringer of New 
York, superintendent of southwestern 
agencies, was in charge. 


Convention Is Held 


Agents qualifying for the Brooklyn 
National Life’s third annual convention 
last week sailed to Norfolk on the 
“George Washington.” From here they 
went by motor launch to Old Point 
Comfort where they convened three 
days. There were 34 qualifiers. 

Vice-president Ben S. Graham, Svu- 
perintendent of Agencies George M. 
Selser, Assistant- Secretary William R. 
Beardslee and Field Supervisor Lester 
C. Thompson were among those repre- 
senting the home office. 





Wisconsin Life Meeting 

Agents of the Wisconsin Life from 
Minnesota, Michigan, Ohio and Wiscon- 
sin, met in Waukesha, Wis., for a one- 
day meeting with company _ officials 
headed by President N. J. Frey. The 
theme of the convention was “Prospect- 
ing, the Backbone of the Business from 
the Agents’ Viewpoint.” President Frey 
pointed out a general upward trend of 
the insurance business. Successful agents 
from Various points in the four states 
represented spoke on diversified subjects 
relating to life underwriting, with par- 
ticular reference to prospecting. 


Training School Graduates 


Twenty-nine salesmen of the Bankers 
Life of Iowa, most of them under con- 
tract less than six months, have. com- 
pleted the company’s recently developed 
training course for new salesmen and 
have graduated from training schools 
in Minneapolis and Cleveland. 

At other training schools in the neaf 
future, many additional salesmen, both 
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== 
new and old, will receive their final 
ining. 
Oe naleamien qualify for the schools 
by producing eight applications for 
$15,000 or more during their 12 weeks 
training period; submitting weekly re- 
rts on their work; compiling a list 
of 25 names of prospects each week to 
receive sales promotion letters; follow- 
ing up each letter, and achieving a grade 
of not less than 75 percent on exam- 
jnation papers submitted during their 
training period. 

The schools are held under the di- 
rection of Educational Director Ben H. 
Williams, with the assistance of various 
agency managers. 





To Have Festival at Home Office 


The National Life of Des Moines has 
deferred the closing date of its 35th 





anniversary celebration until Oct. 24 and 
on Oct. 29-30 there will be a “festival” 
at the head office to celebrate the anni- 
versary and honor those agents who 
reached their quota during the campaign. 
Special production efforts are being ex- 
erted in October with the objective of 
having each agent produce at least one 
application during the month. 





Elect Club Officers 


Officers of the Oregon Mutual Life’s 
Leaders’ Club for 1934-35 have been 
elected as follows: William J. Sheehy, 
Portland, president; B. T. Henry, Col- 
fax, Wash.; and Leila N. Rice, Helix, 
Ore.; W. Johnson, Tacoma, governors. 


N. F. Arnold has been appointed dis- 
trict agent of the Northwestern National 
Life with headquarters at Oelwein, Ia. 








LIFE AGENCY CHANGES 





Important Prudential Shifts 


Mann Retires as Head of Boston Or- 
dinary Agency After 33 Years 
Service—Fair Is Successor 





r 





A number of important changes in the 
field including shifts in the management 
of ordinary agencies are announced by 
the Prudential. 

Frank C. Mann is retiring as manager 
of the Boston ordinary agency, 79 Milk 
street, after more than 33 years of serv- 
ice. He is succeeded by F. Willis Fair, 
who has been supervising the Portland, 
Me., agency. 

Mr. Fair’s service with the Prudential 
began as an agent in 1925, in Philadel- 
phia, where on May 3 of the following 
year he was promoted to assistant su- 


perintendent. In 1930, he was made 
manager of the Portland ordinary 
agency. 


The other ordinary agency of the Pru- 
dential in Boston under the supervision 
of Matthew F. Kane, and known as the 
Beacon ordinary agency, is increasing 
its floor space at its present address, 
31 Milk street. 

Arthur L’Heureux has just been ap- 
pointed assistant manager of the Beacon 
agency. Succeeding Mr. Fair at Port- 
land will be Arthur S. Kilburn, who has 
been assistant manager of the Buffalo 
ordinary agency. 

Thomas J. McCaffrey is promoted to 
superintendent with supervision of the 
Framingham district, 24 Union avenue, 
Newark, which has been under the di- 
rection of William F. Holt, recently 
retired. 

Mr. McCaffrey joined the Prudential 
as an agent in 1921, in Cambridge, 
Mass., where on October 11, 1926, he 
was promoted to assistant superintend- 
ent. Detached offices at Marlboro and 
Milford will also come under his super- 
vision. 

A branch office is being opened in 
Austin, Minn., under Assistant Superin- 
tendent J. Albert Fugate. The head- 
quarters will be at 133 West Bridge 
street. 

Mr. Fugate has been with the Pru- 
dential since 1931, having been located 
in Wabash, Ind. He was promoted to 
assistant superintendent from the agency 
ranks in March of that year. 

W. A. Doubleday has become super- 
intendent of the Prudential in Brooklyn 
No. 5. He started with the Prudential 
as an agent in Brooklyn No. 11 in 
1926. T. F. Travers, superintendent of 
Brooklyn No. 5, has been transferred to 
a similar capacity to Woodside, L. I. 
Peter Larkin retired as superintendent 
at Woodside, having been with the com- 
pany since 1901, when he began as an 
agent in New York No. 8. 





Ben Stoll 


Ben Stoll has been appointed joint 
manager with C. B. Brown at Mont- 
8omery, Ala., for the Guardian Life. 








Savage Named by Federal Life 


Former Vice-president and Agency Di- 
rector of Great Republic Appointed 
California State Manager 








W. H. Savage, formerly vice-president 
and agency director of the Great Re- 
public Life of Los Angeles and at pres- 
ent a director, has been appointed state 
manager for California of the Federal 
Life of Chicago, with headquarters at 
1005 Great Republic Life building, Los 
Angeles. 

Mr. Savage has been connected with 
the Great Republic Life for the past 20 
years, entering its service as an agent 
in the field and immediately demonstrat- 
ing his ability as a life underwriter. 
Shortly thereafter he was placed in 
charge of conservation and reinstate- 
ment of old business on the books of 
the company. His work in this depart- 
ment was highly successful and in 1918 
he was appointed superintendent of 
agents. Subsequently, in 1920, he was 
advanced to vice-president and agency 
director, in which capacity he achieved 
a notable record, the volume of insur- 
ance in force being increased from ap- 
proximately $10,000,000 at the close of 
1919 to over $37,000,000 at the close of 
1929. 

In his new position Mr. Savage con- 
templates the steady extension of the 
agency organization of the Federal Life. 


Hewitt Gets Rochester Post 


—_———- 


Columbian National Life of Boston An- 
nounces the Appointment of 


New General Agent 








A. A. McFall, vice-president of the 
Columbian National Life, has an- 
nounced the appointment of John W. 
Hewitt as general agent at Rochester, 
N. Y. Until recently its general agency 
at Rochester has been under the direc- 
tion of W. J. Hunt, who was with the 
company since 1917. On July 1 Mr. 
Hunt, who for seven years had been 
Democratic county chairman of Mon- 
roe county, was appointed postmaster 
of Rochester. 

Mr. Hewitt began his insurance ca- 
reer in 1923 as an agent of the Mutual 
Benefit Life. After spending some 
years with this organization he ac- 
cepted an offer from the National Life 
of Vermont and his activities since were 
concentrated entirely with that com- 


pany. 





Manages Delaware Agency 

The Provident Mutual has appointed 
W. B. Stormfeltz manager of its Dela- 
ware agency, with offices at 2090 Du- 
Pont building, Wilmington. He goes 
there after 13 years with the Provident. 
Upon graduation from the University 
of Pennsylvania in 1921, he entered the 




















New Juvenile Policies 
Prove Widely Popular 


® The announcement of our new Juvenile Policies, 
issued September 1, is meeting with enthusiastic 
response by State Life Agents and Policyholders, 
and by their friends and clients. Parents recognize 
the benefits of a “regular policy—just like Dad’s” 


—for their young children. 


© These policies are available at ages from birth 
to insurable age nine. They are issued on the 
Twenty-Payment Life and Twenty-Year Endow- 
ment plans, with the standard policy features. 


@ “Applicant Insurance” on the life of the parent 
or other applicant may be included for eligible 
risks. Under this provision—during the premium- 
paying period—in the event of the death of the 
Applicant, or the total and permanent disability 
of the Applicant prior to age 60, future premiums 
are waived. The policy becomes paid up or ma- 


tures as in usual course. 


® The Juvenile Policy program extends State Life 
Service to a large class of desirable prospects and 
affords another opportunity for State Life Agents. 
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He works for You.... 
.... We pay his Salary! 


The Southland District Manager . . . he’s a friend in need to Southland 
agents. He helps them work out programs for prospects; helps them 
close the hard ones. And when he’s through, the agent owes him 


nothing. 
Write Clarence E. Linz, First Vice-President; or to Col. Wm. E. 


Talbot, Vice-President and Agency Manager, if you are interested in 
joining a Company with agents’ helps like this. 


Southland Life Insurance Company 
HARRY L. SEAY, President 
HOME OFFICE - - ° : q ? DALLAS, TEXAS 
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Loder agency in Philadelphia as_special 
agent. He carried a rate book until 
1927, when he was appointed cashier. In 
1930 he was made office manager and 
field assistant of the Loder agency, 
which is the largest of Provident’s 59 
agencies. The Delaware agency’s busi- 
ness has shown decided improvement 
in 1934, and the company’s officials re- 
port 30 percent increase in the first eight 
months over the corresponding period 
of 1933. 


Western & Southern Has 
Important Agency Changes 





Frank R. Loudin, who has been 
superintendent of the Western & South- 
ern at Akron, O., is made manager at 
Wheeling, W. Va. Manager John N. 
Cook of Wheeling is transferred to Cin- 
cinnati as manager of the Cincinnati- 
Park district succeeding E. B. Creel- 
man, who is made manager of St. Louis- 
North. Mr. Creelman succeeds W. G. 
Sandweg, who becomes manager of a 
new district known as St. Louis-Cen- 
tral. B. A. McGannon is appointed 
manager at Covington, Ky., having been 
superintendent at Wheeling. Manager 
Walter T. Walsh of Huntington, W. 
Va., is transferred as manager to Cin- 
cinnati-West to succeed Robert Galvin, 
who becomes manager at Louisville. W. 
B. Guisinger is transferred as manager 
from Louisville to Erie, Pa., succeed- 
ing J. S. Hermansdorfer, who takes 
charge of Huntington, W. Va. 


Baird Named at Springfield 
by Fidelity Mutual Life 


Donald W. Baird has been appointed 
manager of the Fidelity Mutual Life for 
western Massachusetts, with offices at 
Springfield, succeeding T. J. Howard, 
who for years has managed the terri- 
tory. Mr. Howard asked to be relieved 
of organization duties in order to de- 
vote his time to personal production. 

Mr. Baird started in insurance with 
the Fidelity in Bridgeport, Conn., in 
1926. In 1930 he joined the Holgar 
Johnson agency of the Penn Mutual 
Life at Pittsburgh and subsequently was 
branch manager at Wheeling, W. Va. 

After two years of successful building 
he was transferred back to Pittsburgh 
as educational director, doing recruiting 
and training, from which work he goes 
to the Fidelity. He is a graduate of the 
New York University life insurance 
training course, and active in association 
work. 











C. M. Bellinger 


C. M. Bellinger has been appointed 
assistant agency manager of the T. 
F, Street & Sons agency of the Manhat- 
tan Life in Rochester. Mr. Bellinger 
for some time has been with the Equit- 
able Life of Iowa in Rochester. Among 
other promotion activities, he has been 
a regular advertiser in the “Rochester 
Legal Bulletin” which circulates among 
the business offices in the city. 





F. Russell Fredsall 


F. Russell Fredsall has been appointed 
Minnesota manager for the Pan-Ameri- 
can Life. He will have supervision over 
a territory of 47 counties. His head- 
quarters will be at 344 Baker building, 
Minneapolis. 





Braden Named at Cherokee, Ia. 


W. A. Braden, for nearly three years 
special agent under J. J. Boasen at 
Kearney, Neb., for the Bankers Life of 
Nebraska, has been named general agent 
at Cherokee, Ia. Mr. Braden has been 
with the company for nine years, start- 
ing in Geneva, Neb. He has not missed 
a single week’s production for 390 con- 
secutive weeks. 





Warren Coast Superintendent 
Charles K, Warren, for the past sev- 


Acacia Mutual, has been appointed Pa- 
cific Coast superintendent for the Capi- 
tol Life of Denver, in charge of Ore- 
gon, Washington and California, with 
temporary headquarters in Los Angeles. 
Mr. Warren has made some outstand- 
ing records on the coast. For instance, 
he at one time turned out a crew of 27 
men who all qualified over a 40-week 
period for the “app-a-week” club. 


M. M. Sobel, H. G. Remington 


E. H. Plummer, Philadelphia general 
agent of the Berkshire Life, has ap- 
pointed M. M. Sobel and H. G. Rem- 
ington associate managers. They had 
been together since they joined the 
Home Life of New York there six years 
ago as new agents until last May, when 
Mr. Remington left the Home to join 
Sigourney Mellor & Co. Both had been 
active in agency management in the 
Home Life agency for several years. 


Edward McGee, Franklin Higgins 


Edward McGee has been made agency 
assistant in the W. H. Boireau agency of 
the Berkshire Life in Boston. Mr. Mc- 
Gee started at the home office ten years 
ago. Since 1930 he has been cashier 











in Boston. In the same agency, Frank- 
lin Higgins, for the past seven years 
with the production forces there, has 
been placed in charge of the brokerage 
department. Mr. Boireau’s agency com- 
pleted its quota for the year in the first 
eight months and has exceeded the 
quota 20 percent on a paid basis. 





Life Agency Notes 








E. L. Schmieding of Eugene, Ore., has 
been named assistant manager of the 
Northwestern National Life for Lane 
county. 

H. J. Hizer, for the last five years 
manager at South Bend, Ind., of the 
Commonwealth Life, has been promoted 
to superintendent in Memphis, Tenn. 

J. L. Folk, formerly of St. Louis, has 
been appointed group representative in 
Texas of the Northwestern National 
Life, with office at 2026 Gulf building, 
Houston, 

E. P. Nowotny, formerly one of the 
leading producers of the Amicable Life 
of Waco, has been appointed general 
agent of the Great American Life of San 
Antonio at New Braunfels, Tex. 








As SEEN FROM CHICAGO 





FOHR AGENCY STARTS SCHOOL 


A life insurance school has _ been 
started by the L. J. Fohr general agency 
of the Connecticut Mutual in Chicago, 
classes being conducted by R. E. Mil- 
ler, supervisor. They will be held at 
the office from 6:30 to 7:30 Monday 
evenings, with ample time given after- 
ward for general discussion of current 
problems. The fundamentals of life in- 
surance rates, policies and organization 
will be covered, with emphasis on the 
technical rather than selling phases of 
the subject. While the course will ap- 
proach that given in a university eve- 
ning class, life insurance will be ex- 
amined from a practical rather than 
academic angle. All specialized pros- 
pecting and selling material will be 
eliminated from the main course, but 
will be given later on to those desiring 
it. Interested persons can attend, there 
being no charge made. 

* * x 
HEIFETZ AGENCY IN CONVENTION 


Samuel Heifetz, one of the Chicago 
managers for the Mutual Life of New 
York, is holding his eighth annual agency 
convention at the Hotel Stevens today. 
The meeting is an all day affair with din- 
ner following the business session. Mr. 
Heifetz and various members of his staff 
are on the program. 


BENEFIT ASSOCIATION IS WARNED 


The Union Mutual Benefit Association 
of Chicago has been warned by the IIli- 
nois department to discontinue levying 
assessments in a manner not complying 
with law and instructed to settle claims 
in conformity with certificate provisions 
and the law. A report by the IlIlinois 
department showed that it is a habit of 
the management to reject all claims un- 
der which assured died of chronic dis- 
eases, but in most cases these claims 
later are paid. It was stated one claim 
for $180 on which proof of death was 
filed March 27, was still unpaid at the 
date of examination. Officers and di- 
rectors were ordered to furnish guar- 
anty fund of $2,637 and were reminded 
that Illinois law provides for liquidation 
of insurance organizations failing to 


meet financial requirements. 
* 


EQUITABLE AGENCIES GAIN 


In September increase in business of 
49 percent and a 35 percent increase for 
the nine months was reported by the 
Chicago agencies of the Equitable of 
New York. They wrote $5,488,000 in 
September and total for the nine months, 
$46,022,000. This was $1,270,000 more 
than the agencies wrote in all of 1933. 








eral years agency superintendent for the 





The Sam Lustgarten agency led the 





Chicago agencies and the entire central 
department comprising a number of 
states, with $1,550,000 of business in 
September and $11,372,742 for the nine 
months. This represented 116 percent 
increase in September and 49 percent 
increase for the nine months. The W 
V. Woody agency of Chicago was sec- 
ond in September with $1,010,000 or ap- 
proximately 29 percent increase, and a 
total of $8,043,000 for the nine months, 
or 37 percent increase. This agency also 
in the nine months’ period paid for more 
business than in all last year. 
*-*K 

BIDING TIME IN TAX LITIGATION 

Counsel for foreign companies in- 
volved in the effort of the county gov- 
ernment in Chicago to levy a tax on an 
arbitrary good will value per $1,000 of 
insurance in force in Cook county, have 
agreed that their causes should be con- 
solidated and an injunction suit prose- 
cuted against the county collecter to 
prevent him from collecting the tax. 
An informal agreement is said to have 
been made with the state’s attorney un- 
der which all issues involved can be 
carried to final determination. This tax 
has not been extended on the rolls by 
the county clerk and it probably will be 
several weeks before the collector will 
attempt to get the money. The injunc- 
tion petition is expected to be ready for 
filing within two weeks. 

x * x 
EQUITABLE SCHOOL IN CHICAGO 


A field school of the Equitable Life 
of New York is being conducted in Chi- 
cago by Dr. G. B. Van Arsdall, and will 
continue for two weeks. It will be fol- 
lowed by a sales conference for more 
experienced agents. 

*x * x 
AGENTS SET RECORD 

Twenty-six women agents in the wom- 
en’s department of the P. B. Hobbs 
agency, Equitable Life of New York, 
have set an all-time record in the office 
this year. In August the department 
wrote 121% applications for $563,421 
volume, and in September paid for 78% 
applications for $365,572 with $13,000 of 
premiums. Mrs. M. K. Alexander is as- 
sistant agency manager in charge. She 
has been a leader ever since Mr. Hobbs 
assumed charge of the agency. Her de- 
partment ig one of the very few, if not 
the only, women’s departments in Chi- 
cago. Mrs. Alexander has been con- 
nected with the Equitable since 1912. 

* * * 


WOMAN 


UNDERWRITERS ORGANIZE 


Members of underwriting departments 
of companies domiciled in Chicago will 


hotel for the purpose of effecting a per- 
manent organization. A group of such 
employes has been meeting more or |e; 
informally about five months and inter. 
est has developed to the point where 
those participating desire a permanent 
organization. ; 

W. R. Nordgren, manager of the ordi. 
nary department of the Washington 
National, is credited with having cop. 
ceived the plan. At the last informal 
gathering, 17 were present, representing 
nine companies. 

Meetings will be held the second 
Thursday of each month, starting with 
a dinner at the Bismarck hotel. After 
dinner there will be discussion of prob. 
lems introduced by the various mem- 
bers. 

*x* * * 
SET GOAL OF 250 APPLICATIONS 


A novel contest board is used in an 
October campaign being conducted by 
the “Big Ten,” monthly leading agents 
in the Chicago general agency of R. S, 
Edwards, Aetna Life. A cartoon in col- 
ors depicts Mr. Edwards scanning the 
heavens with a mariner’s glass, stars rep- 
resenting agents who have scored. When 
an agent qualifies with a minimum num- 
ber of applications his photograph js 
pasted on a star. The stunt gratifies the 
desire of everyone to see his picture pre- 
sented in a public place. In the first 
two days, ten agents submitted 22 appli- 
cations. 

The goal is 250 applications in the 
month. Emphasis is being paced on 
number of cases, rather than volume. 

a alee 
WORSEY AGENCY GAINS 


R. W. Worsey, agency director Bank- 
ers building branch of the New York 
Life in ‘Chicago, reports business on a 
paid for basis 100 percent ahead of last 
year. In nine months, the entire 12 
months allotment was exceeded by $1,- 
763,000 written business or $1,000,000 on 
a paid basis. 

Six men qualified for the top club 
meeting at Del Monte, Cal. Jack Mans- 
field qualified for vice-president at large 
of the top club with a paid business dur- 
ing the club year of $821,500. 

Mr. Worsey’s agency was the first to 
fill its top club allotment. 


Washington Society Elects 

Otto D. Sanford, registrar of the 
Northern Life of Seattle, has been 
elected president of the Insurance So- 
ciety of Washington to succeed Milo 
Wilcox of the Northwestern Mutual 
Fire. T. P. Evans, Washington Sur- 
vey & Rating Bureau, was named first 
vice-president; Ainsworth Blogg, North- 
western Mutual Fire, second vice-presi- 
dent, and Mrs. Elizabeth Miller, United 
Pacicfic Casualty, secretary-treasurer. 








ASSOCIATIONS 


Rochester, Minn.—An association has 
been organized with Otis Wicklund as 
first president. Other officers are: Vice- 
president, Avery Tews; secretary, J. H. 
Starkey; treasurer, Herbert Knopp. It 
is planned to hold a luncheon meeting 
Oct. 15. 





*x* * * 

Anderson, Ind.—A new local has been 
formed with 24 charter members. F. P. 
Huston, Indianapolis, secretary Indiana 
association, was present and addressed 
the meeting. Officers elected are: Presi- 
dent, V. U. Poindexter; vice-president, 
B. F. Haugh; secretary, H. C. Welker; 
treasurer, P. H. Doyle; executive com- 
mittee, B. R. Cody, Ray Moore and G. J. 
Van Osdol. 

* * x* 

San Franciseo—Under the enthusiastic 
leadership of President W. R. Spinney 
a concerted membership campaign is to 
be staged commencing Oct. 8 

* * x* 
Missouri—Frank H. Davis, vice-presi- 
dent Penn Mutual Life, will be the prin- 
cipal speaker at the convention in St. 
Joseph Nov. 8. 


R. H. Kimball, president ef the Volun- 
teer State Life, is completing a tour of 





hold a meeting Oct. 11 in the Bismarck 


the agencies of his company in Texas. 
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NEWS ABOUT 


LIFE POLICIES 








New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 


Policy Literature, Rate 


ks, etc. Supplementing the “Unique Manual- 


igest” and ‘‘Little Gem,’’ Published Annually in May and March respectively. 


PRICE, $5.00 and $2.00 respectively. 











fu OUT NOW! \ 








Readjustment Life Contract 





New Policy Is Put on the Market by 
the Northwestern National 
Life 





In the belief that low initial cost and 
guaranteed results are what the major- 
ity of today’s life insurance buyers are 
looking for, the Northwestern National 
Life of Minneapolis has announced a 
new policy designed to meet these de- 
mands. It is known as the “GPR re- 
adjustment life policy,” achieved through 
a combination of the “readjustment 
life’ policy which the company has is- 
sued on a participating basis for some 
time, with the company’s guaranteed 
premium reduction feature. To the 
policyholder, this combination will mean 
that along with low initial outlay af- 
forded by the readjustment life plan, 
everything about his policy is guaran- 
teed. 

The initial premium on the “GPR re- 
adjustment life” policy is about half of 
the regular deposit required in the sixth 
and subsequent years, and the interven- 
ing deposits correspond to the antici- 
pated gradual improvement in incomes. 
The gross deposits closely approximate 
the premiums on a participating policy 
of like kind, but beginning with the sec- 
ond policy year and continuing through- 
out the life of the policy there is a 
guaranteed reduction in the annual de- 
posit corresponding to a liberal divi- 
dend. 

These guaranteed reductions, together 
with a guaranteed rate of interest paid 
on all accumulations, guarantee the pol- 
icy’s results all the way through so that 
all figures used in illustrating and sell- 
ing it represent the largest premium 
outlay the insured can be called upon 
to pay and the least he can expect in 
benefits. Like all “GPR” policies this 
contract becomes participating after the 
tenth year, and additional dividends 
which may thereafter be declared and 
excess interest as credited on all accu- 
mulations will serve to embhance the 
policy’s results. 

If the insured chooses, the guaranteed 
premium reductions and dividends may 
be left with the company at a guaran- 
teed rate of interest in a premium de- 
posit fund and added to the cash value 
of the policy to pay up or mature the 
policy or to create a savings fund for 
use at age 60 or 65. This savings fund 
may be used under one of several at- 
tractive options providing for paid-up 
insurance and retirement income. 





Capitol Life of Denver 


The Capitol Life of Denver has just 
issued a family income rider which can 
be attached to any new or old life or 
indemnity policy on a 20, 15 or 10-year 
plan. The premiums are payable in 
shorter periods and the rider becomes 
paid up. On the 20-year plan, the pe- 
riod varies from 11 years at age 20 to 
16 years at age 45. On the 15-year plan, 
it varies from eight years at age 20 to 
11 years at age 50. On the 10-year plan 
it varies from five years at age 20 to 
six years at age 55. At age 35 on the 
20-year plan, the premium is $10.90 for 
12 years, while on the 15-year plan it is 
$9.16 for eight years, and on the 10-year 
Plan it is $6.68 for five years. The rider 
B also issued to cover waiver of pre- 
mium on disability where the principal 
Policy has a disability clause attached. 


Little Is Detroit Speaker 


John E. Little, actuary of the Macca- 
bees, will speak on “Interest Factors 
Now, and in the Future” at the first fall 
ry of the Detroit Actuarial Club 

ct. 8, 





Has Married Woman’s Policy 


Liberty National Issues Form Waiving 
Premiums in Case of Hus- 


band’s Death 








The Liberty National Life is issuing 
a guaranteed premium policy for mar- 
ried women which the officials believe 
is the only contract of its kind ever is- 
sued. The policy is on the 20 pay en- 
dowment at age 85 plan, but provides 
that in event of death of the insured’s 
husband during the premium paying 
period, all future premiums will be 
waived as they fall due. 

Non-medical evidence of insurability 
is required on the husband, with medi- 
cal examination required only at older 
ages and where amount of insurance in- 
volved demands it. Medical examination 
of applicant will be required in all cases. 

President F. P. Samford expiained 
that the policy was originated to meet 
the growing demand for insurance on 
married women. It was felt that this 
plan would overcome one of the great- 
est objections to insurance on this class 
of lives. It is conceded that husbands 
pay premiums on insurance issued on 
lives of their wives in nearly all cases. 
Consequently, it is objected that widows 
do not have sufficient funds to continue 
payment of premiums on their own in- 
surance. The new policy provides for 
the continuation of the protection in 
event of death of the premium payer. 

Plans to introduce the policy have 
been formulated for two years. Con- 
firmation of the company’s belief in the 
need for such a policy is found in recent 
surveys made by the American Service 
Bureau and various insurance companies, 
which show that not only do married 
women form a large percentage of the 
total number of insurance buyers, but 
that of the number who apply, approxi- 
mately 85 percent are applying for their 
first insurance. 





National Guardian Life 


The National Guardian Life of Madi- 
son, Wis., announces that it will now 
accept applications on female lives on 
all forms except the preferred ordinary 
life, the extraordinary life and the four, 


five and ten-year term policies. The 
limit on any one life is $5,000. If the 
husband is named as beneficiary, the 


husband must have at least $2,500 of 
insurance payable to the wife or where 
the amount applied for on the life of the 
wife is more than $1,000, the husband 
must have insurance payable to his wife 
amounting to two times the amount ap- 
plied for. The minimum is the same 
for men on various forms. This broad- 
ens the National Guardian Life’s policy 
on female risks. Hitherto it has always 
restricted insurance on women to the 
higher priced policies. 


H. L. Schindler Honored 


H. L. Schindler, Monroe, Wis., gen- 
eral agent for the Old Line Life of 
America, was honored at a dinner at- 
tended by J. E. Reilly, president; P. A. 
Parker, agency director, and H. A. 
Woodward, manager of the accident and 
health department, from the home office 
in Milwaukee. Mr. Schindler was pre- 
sented with a silver trophy and bronze 
plaque won in a sales contest conducted 
by the company for its agents in na- 
tional competition. Winning the award 
for. the second consecutive year, Mr. 
Schindler now has permanent posses- 
sion. In making the award, President 
Reilly said that Mr. Schindler’s territory 
has turned in more than $5,000,000 
worth of business, more than half of 
which has been sold by Mr. Schindler 
personally. 


Send for Your Copy of the—— 


| By-Laws 
WILLIAM MONTGOMERY 
QUALITY CLUB 





Acacta, with a substantial reduction in lapse rate on first and 
second year business and a Net Gain for the year so far, believes 
that its progress in business in force is in great part due to the 
standard of Quality production which permeates the entire organi- 
zation. 


Acacia wants its men to profit, just as it wants its policyholders 
to profit; therefore, it has for years emphasized that new production 
is not the test of progress, but that Net Gain is. 


From their own experience, Acacia’s men know that their-pro- 
duction of Quality business in the past has materially increased 
their earnings. 


And so they took a logical step last May, when they recom- 
mended unanimously the formation of the William Montgomery 
Quality Club—perhaps the most unique Club in life insurance— 
whose purpose is to encourage its members to sell only Quality 
business. 


The day is here when permanency of income counts with life 
insurance men; a permanency whereby they build a more prosperous 
future. This is what Acacia men are doing. This is the meaning of 
the steadily growing membership of the new William Montgomery 
Quality Club, membership in which Acacia’s men qualify by rules 
set up in its By-Laws. 


We shall be glad to send you a copy of the By-Laws of this 
unique Club, at your request. 


ACACIA 


MUTUAL LIFE INSURANCE CO. 


Chartered by the Congress of the United States 
March 3, 1869 




















Branches in 64 Principal Cities 
HOME OFFICE: WASHINGTON, D. C. 




















Hard Winter Ahead 


Goose bone prophets freely predict another hard 
winter ahead. But life insurance men who are 
properly equipped for easier selling need not 
worry over cold weather. Increased production 
will keep their home fires burning brightly. 


Fidelity Offers... 


In addition to effective visual appeals which cap- 
ture attention, arouse interest and launch the 
agent into his selling theme in the first few min- 
utes of the interview, Fidelity workers are backed 
by a complete kit of modern policies, including 
Low Rate Life, Family Income and its famous 
“Income for Life” plan. 


DELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 
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Reserve Strength 
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Resources which exceed the needs of every call. 
indeed, gives real security. Reliance Life has never bor- 
rowed money from any source; has been able to meet 
immediately all demands of policyholders; has consist- 
ently increased its surplus and reserves for contingencies 


during the past decade. Reliance always has had more 


than the required measure of reserve strength. 


Ask Emmel Golden 
of Mississippi 
A Reliance Leader 





Emmel Golden 


RELIANCE LIFE INSURANCE COMPANY OF PITTSBURGH 








































THE 
Mitnaarran LIFE 
INSURANCE COMPANY 


654 Madison Avenue at 60th Street 
NEW YORK CITY 


Founded 1850 THOMAS E. LOVEJOY, President 





Preferred Risk Endowment 
Family Income Salary Savings 
Retirement Annuity Double Indemnity 


Life 
Modified Life 
Disability 
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Football Season Is Under Way 


Victor Stamm Agency of Milwaukee 
Again Is Conducting the Ingen- 
ious, Seasonal Contest 








Football is in the air and the Victor 
M. Stamm & Associates home office 
general agency of the Northwestern 
Mutual Life in Milwaukee has appro- 
priately ushered in its own Big Ten 
Conference Football Contest, beginning 
Oct. 1. The agents have been divided 
into six teams of 11 men each, each man 
grouped according to his average pro- 
duction over the past three years, and 
each individual team has been drawn 
from these groupings to give it the same 
potential strength and an equal chance 
to win the championship title. 

Much tradition has been built up over 
this contest, which has proven a worth- 
while production builder during the past 
three years. Several innovations have 
been added this year, one change being 
that each team will play each other 
team only once during the ten weeks of 
conference play, starting Oct. 1 and 
concluding Dec. 8. Each game will con- 
sist of two halves of one full week 
each, according to G. H. Young. sales 
supervisor. 

Team standings will be figured upon 
the percentage basis of games won, lost 
or tied. In case of a tie for the champ- 
ionship, a post season game at the con- 
clusion of the season will determine the 
champion. The winning team will be 
guest of honor at a banquet to be held 
when the season is over. All-confer- 
ence teams will be selected from agents 
who have been consistent ground gain- 
ers. The all-conference winners, to- 
gether with high point winners in paid 
for lives and in paid for volume will 
also be honor guests at the conference 
banquet. 


How Yardage Is Figured 


All play starts from the middle of the 
field. For every completed application 
a gain in yardage is credited on the 
basis of 1 yard per $1,000. Five yards 
additional gain is credited per life, and 
an extra 5 yards for every prepaid appli- 
cation. For every 50 yards gained a 
touchdown scores 6 points. Point after 
touchdown is scored by the first 5 yard 
gain after a touchdown has been earned. 
The completion date of the applicatio~ 
is decided by the date of Part I or Part 
II of the application, whichever is the 
later. A completed application is one 
where the medical examiner recom- 
mends acceptance. Hold-over applica- 
tions will not be counted. 

A team lacking net yardage for a 
touchdown may qualify for a field goal 
or place-kick on the following basis: 
The ball must have been advanced to 
the 25-yard line, a net gain of 25 yards, 
from the center of the field, The next 
will then determine 
whether the try for the field goal is 
successful. Thus a net gain of 30 yards 
by a team will entitle that team to a 
field goal or place-kick scoring 3 points. 
A net gain of only 25 yards will count 
as an unsuccessful attempt for a field 
goal or place-kick. Total points scored 
in a game will determine the winner 
for that game. Only net gains will 
count for game points. 

A 5 yard penalty will be imposed 
against every team member who does 
not gain from scrimmage (complete an 
application) during a game. 


Championship Trophy 


The championship team will be suit- 
ably inscribed upon the “Little Brown 
Jug,” traveling trophy upon which ap- 
pears the name of the winners in pre- 
vious years. Special prizes will be 
awarded the four high-point winners in 
paid for lives and also the four high- 
point winners in paid for volume. Indi- 
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vidual high scorers and team Standings 
will be reported each week. 

At the conclusion of the champion. 
ship games, the producers will 
grouped to form all east and all weg 
teams to play a Rose Bowl Tournamen 
game from Dec. 8-31. 

The individual with the highest pai 
for volume and the one with the largeg 
number of paid for lives during the Rog 
Bowl game will be invited to attend the 
annual big ten banquet as a special 
guest of the “Commissioner,” Victor \{. 
Stamm. 

Last Saturday a football breakfay 
was held at the University Club, with 
football atmosphere created by display 
of equipment loaned by an athletic 
goods store. Mr. Stamm gave the open. 
ing remarks, and Jack Ryan, former big 
ten football coach, gave a pep-talk. This 
was followed by a talk on field general. 
ship by Grant L. Hill, director of agen. 
cies of the home office. The teams ¢e- 
lected their captains and Mr. Young 
gave an explanation of contest rules, 


Gridley in New Quarters 


J. V. Gridley, manager Connecticut 
General Life in Boston, and his asso- 
ciates have moved into their new quar- 
ters in the Atlantic National Bank 
building. This office is laid out and 
equipped following a general plan re- 
cently adopted by the company. The 
office is impressively but not ornately 
furnished. Economy of space is marked, 
Ceilings are sound proofed. Special o- 
fices in which brokers may meet clients 
are provided. An inter-communicating 
and loud speaker telephone system is 
installed. A library and instruction room 
is included. The entire office layout 
gives an impression of stability and e- 
ficiency. 








District Meet at Des Moines 


DES MOINES, Oct. 4—The Des 
Moines district of the John Hancock 
Mutual Life will hold a luncheon con- 
ference for its Davenport and Cedar 
Rapids divisions here Saturday. Tim- 
othy Heenan, Chicago, regional district 
manager, and Charles Tyre, St. Louis, 
supervisor of agencies, will attend. 


Supervisors’ School Held 
by the Connecticut Mutual 





DETROIT, Oct. 4—A 12-day super- 
visors’ round table was held in Detroit 
by the agency department of the Con- 
necticut Mutual Life, with the H. C 
White general agency cooperating. 

F. O. Lyter and E. H. Norene, as- 
sistant superintendents of agencies, co- 
ducted the school at which such topics 
as planning for production, building unt 
objectives, where and how to find pros 
pective salesmen, how to interest pros- 
pective agents in the work, what to do 
with new agents, planning interesting 
sales meetings, developing self-reliance 
among agents, helping veteran agents 
over slump periods, getting new met 
into production, control of supervisors 
as well as agents’ time, relations of su 
pervisors and general agents and similar 
problems were discussed. 

Three days of actual work in the field 
digging up prospective agents and de- 
veloping them was a part of the school 
work, 


Ireland on West Coast 


Stephen Ireland, vice-president and 
superintendent of agencies of the Staté 
Mutual Life is on a visit to west coast 
agencies. He stopped first in Los At 
geles to visit the Roy Ray Roberts get- 
eral agency. He will continue to 5a 
Francisco, Portland, Ore., and Seattle, 
Wash. The trip is expected to take 
about six weeks. 
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oe By R. B. MITCHELL 

SEMINAR SET FOR OCT. 9 City) agency. Manager A. Bleetstein, 
To appeal to both old and new men | Chairman of the board of managers’ 
in the business, the Oct. 9 sales sem-|C@™paign committee, presided at the 
iat of the New York City Life Under- | luncheon. : 
writers Association has arranged to|, At the round table conference which 


have three of the first series of seven 
jmultaneous sessions led by men who 
have entered the business since the de- 
pression started, while three will be led 
by men of longer experience, the sev- 
enth being a special session devoted to 
programming. The same division will 
feature the second hour’s series of sim- 
yltaneous sessions. 
* * x 
DIEFENDORF SUCCEEDS ADAMS 


Frank W. Adams has retired, because 
of ill health, as manager at 165 Broad- 
way, New York, for the Mutual Life. 
He was the dean of that company’s man- 
agers in Greater New York and had 
been second longest in point of service 
among the company’s managers through- 
out the country. 

Succeeding Mr. Adams is Warren E. 
Diefendorf, who has been manager of 
the Brooklyn agency. 

Mr. Adams started with the Mutual 
Life in 1893 at the head office. He was 
appointed manager at Cleveland in 1901, 
was transferred to Richmond, Va., a 
year later and became general agent at 
Newark in 1908. He was made manager 
of the 165 Broadway office in 1919. 

Mr. Diefendorf has been connected 
with the Mutual Life of New York since 
1913 when he started as an agent in the 
ofice of his father, Warren T. Diefen- 
dorf. He succeeded his father as Brook- 
lyn manager in 1930. 

Succeeding Mr. Diefendorf as Brook- 
lyn manager will be William H. Kee, 
who has been district manager at East 
Orange, N. J. Mr. Kee joined the Mu- 
tual Life in its Brooklyn agency in 1923. 

* * * 
RECHT & KUTCHER DRIVE 


The application drive now being con- 
ducted by the Recht & Kutcher New 
York City agency. of the Northwestern 
Mutual Life with 422 apps as its goal 
has the asistance of one of the most in- 
genious and impressive recording de- 
vices ever seen in any life insurance of- 
fee. The upper part is a large dial 
with a movable hand and 422 divisions. 
Below this there is a target with a hole 
in the bulls-eye. As each agent com- 
pletes his application, he is given a 
silver-colored bullet, which he drops into 
the hole in the target. Thereupon a 
bell rings, the target lights up, and the 
hand on the dial advances one notch. 
lt is worth getting an application just 
to see the thing operate. It is the in- 
vention of A. H. Cohen, one of the 
agency’s leading peodacers. 

* 


GROUP MEN’S CONFERENCE 


Managers and group supervisors of 
the Greater New York department of 
the Equitable Life of New York held a 
luncheon conference to asure the at- 
tainment of the quota of $50,000,000 of 
group business pledged by the New 
York board of managers in the cam- 
Paign for $150,000,000 of group  busi- 
ness in 150 working days. Speakers at 
the luncheon were Vice-presidents W. 
V. Klingman and W. J. Graham, Su- 
Perintendent of Agencies Harold Noit- 
ing, E. W. Travis, group supervisor in 
the E. A. Woods agency of Pittsburgh 
and vice-chairman of the campaign 
committee of the Group Millionaires’ 
club, and Group Supervisor R. W. Pum- 
Pelly of the Rosenstein (New York 








followed, conducted by Divisional Group 
Manager Henry Reichgott, the speak- 
ers were V. S. Welch, manager of the 
group department, and several group 
supervisors. A total of 60 cases was 
pledged for the remainder of the cam- 
paign. 
a 
SOME SEPTEMBER FIGURES 


The Luther-Keffer Agency of the 
Aetna Life in New York City paid for 
$1,189,669 in September. Total busi- 
ness for the year to date is $15,506,859. 

Paid-for business of the J. S. Myrick 
agency of the Mutual Life of New York 
in New York City for September was 
$1,743,259 as compared with $1,088,989 
for 1933. For the year the total paid- 
for business amounted to $19,131,414 as 
compared with $15,471,613. 


Illinois Codification Progresses 





Insurance Director Palmer Tells of 
Work—Two Illinois University 
Professors Are Assisting 





Insurance Director Ernest Palmer of 
Illinois announces that satisfactory prog- 
ress is being made in the preparation 
of a new Illinois insurance code, to be 
introduced at the next session of the 
legislature in January, 1935. Experts in 
the insurance department have been 
aided throughout the summer in this 
work by Prof. F. G. Dickinson of the 
University of Illinois school of com- 
merce and Prof. G. W. Goble of the 
University of Illinois law school. 

The insurance division of the Illinois 
chamber of commerce has_ indicated 
great interest in the work and has of- 
tered constructive suggestions. The re- 
cently organized insurance section of the 
Illinois Bar Association has offered its 


a ee 
Mr. Palmer said the job is divided 
into two principal sections. First, 


there is much detail necessary in de- 
leting obsolete sections and properly ar- 
ranging a mass of individual statutes 
which have accumulated in the last 50 
or 60 years. Then there is the work 
of strengthening and revising certain 
important statutes dealing with material 
questions of supervision as well as in- 
clusion of certain features of importance 
not heretofore found in the statutes. 

Mr. Palmer said the statutes of other 
important states have been analyzed, 
court decisions have been reviewed in- 
terpreting the statutes and many or- 
ganizations and individuals have been 
consulted. Hearings will be held with- 
in the next few weeks before the in- 
surance code commission, which was 
appointed at the last session of the 
legislature by Governor Horner. The 
commission consists of Senators James 
J. Barbour and L. O. Williams and 
Representatives George Fitzgerald, 
Benjamin Adamowski and G. J. John- 
son. 


Mrs. Amanda E. Brandt, 89, mother 
of U. S. Brandt, president of the Ohio 
State Life, died at her home at Canal 
Winchester, O., Monday. She was the 
widow of Jesse H. Brandt, a Civil War 
veteran. Funeral services were held 
Wednesday. 
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Over Forty Years of Faithful Service 
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“Easy Old Age” 
a 


E invested wisely in a Scranton Life Retirement 

Policy, and now, he is guaranteed financial secur- 

ity, with a steady, liberal monthly income—he 
looks into the future with assurance—he can take it 
easy, because he invested in old-age comfort. 


The Scranton Life Retirement Income Plans are attrac- 
tive, and provide for retirement at 60, 65 or any other 
age which suits the individual circumstance. 


We have some attractive territory open to live-wire 
agency men, which we will be pleased to discuss. Write 
for details. 


THE SCRANTON LIFE 
SCRANTON, PENNSYLVANIA 


Walter P. Stevens, President 
Box 190 




















AMERICAN 
CENTRAL 
LIFE 


INSURANCE 
COMPANY 


ESTABLISHED i899 


INDIANAPOLIS, INDIANA 





@ An exclusive type of high-renewal, life-income 
building agency contracts and exceptional oppor- 
tunities for both producers and organizers are 
available today in Illinois, Indiana, Michigan, 
Ohio, Missouri, Kansas, Oklahoma and Texas. 
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Clarence Palmer Heads Conference 


(CONTINUED FROM PAGE 1) 













SPRINGFIELD, ILL. 
é ualty, gave the report of the street and 


highway safety committee in which he 
told of the cooperation they are receiv- 
ing from automobile manufacturers and 
oil companies in stressing safety in their 
advertisements. Relative to the subject, 
Col. R. C. Eddy, director Massachusetts 
accident highway survey, spoke. 

On Sunday evening before the con- 
vention officially opened Clarence Ax- 
man of the “Eastern Underwriter,” 
spoke informally, before the executive 
committee and members, of his trip 
abroad this past summer. 

On the second day of the meeting 
C. A. Palmer, North America, presided 
over the general session. A. E. Haase, 
Association of National Advertisers, ad- 
dressed the conference on “Methods of 
Determining the Advertising Appropria- 
tion.” <A disadvantage of the percentage 
plan is its inelasticity, although it has 
simplicity in its favor, he said. The unit 
of sale relates only to certain classes. 
The mail order method has the soundest 
approach to the question, Mr. Haase be- 
lieves, because of a direct relationship 
between costs and results obtained. The 
plan coming more into favor is that of 
establishing a definite market objective 
and determining the kind and amount 
of advertising necessary. This calls for 
originality and labor, but makes adver- 
tising a definite part of the profit mak- 
ing picture of a business. 

N. A. White, Provident Mutual Life, 
president of the Life Advertisers Asso- 
ciation, brought greetings from his or- 
ganization and remarked on the radio 
campaign undertaken recently by the 
Provident Mutual. 

Resolutions were adopted favoring fed- 
eral legislation to regulate use of the 
mails by companies licensed in one state 
but using postoffice facilities to do an 
illegal business in other states where they 
are not licensed, and offering assistance 
to the Association of Life Agency Offi- 
cers for the next Financial Independence 
Week campaign. 

Following luncheon an address was 
given by Merle Thorpe, editor of “Na- 
tion’s Business.” The annual dinner 
held Tuesday night following the re- 
ception provided unusual entertainment 
features. 
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Merle Thorpe’s Talk 


Mr. Thorpe said he regarded it unfor- 
tunate that most people associate life 
insurance with death. “I plead for more 
emphasis on the joy of living. In a 
very real sense, life insurance is in- 
surance for life. Death is not its goal. 
The idea of protection plus investment 
for future dividends of happiness and 
ease of mind, is a golden text for the 
times. 

“You men are saturated with rates, 
with regulations, with mortality tables. 
Actually you talk in terms of the tech- 
nical aspects of your jobs. If you will 
think of yourselves as humanitarians, en- 
gaged in the great task of translating or- 
ganized savings from mathematics of 
experience into human values, my guess 
is that the people will listen to you as 
they never have listened before. 

“No group in the country is better 
placed nor better fitted to recognize 
the significance of individual freedom 
and individual opportunity to work, to 
save, and to protect, than the man en- 
gaged in the insurance field. The op- 
eration and the fruits of the capitalist 
system are his stock in trade. 

“Insurance and insurance men are the 
product of the old order. And insur- 
ance men are among the shock troops 
on which this nation must today depend 
to maintain perspective, and meet with 
facts and figures and common sense the 
dangerous political and economical poli- 
cies put forward by tub-thumping dema- 
gogues and impractical pedagogues.” 

Dealing daily with the problems of 
human desires and of creating consumer 
wants, advertising people understand 
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Tense Situation Marked 


ing power is not fixed, A. T. Falk, Ad- 
vertising Federation of America, de- 
clared. They know that the consumptive 
demands of today may be greatly in- 
creased tomorrow. They know that the 
additional income with which consumers 
will buy the additional goods will flow 
from the activity of producing the addi- 
tional goods. 

Purchasing power and the volume of 
production must move upward together. 
No power is strong enough to defy eco- 
nomic realities and force up the one 
before the other. 


Must Revive Two Factors 


“The only conditions under which 
permanent progress can be made call 
for the revival of two vital factors— 
incentive and confidence. To revive 
them we must remove the shackles from 
individual initiative, restore reasonable 
freedom of competition and production, 
and announce the abandonment of every 
plan to free industry in its status quo. 

“Despite natural obstacles and artifi- 
cial handicaps, we will ultimately emerge 
from this confusion wiser and stronger, 
and in full possession of that measure of 
industrial freedom necessary to attain 
ever greater heights of material pros- 
perity and economic satisfaction.” 

Advertising will do its part in this 
emergence, Mr. Falk believes. 

“T honestly believe that in order to 

get started going again we must learn 
once more to talk of life insurance in 
terms of protection for after all the main 
purpose back of every life insurance 
contract is protection,” said George J. 
Kutcher, general agent Northwestern 
Mutual, New York City, in his talk, 
‘You’re Dead Tomorrow.’ 
“In telling the story of life insurance 
to the prospect, I talk from within, I 
let my lips convey what my heart has 
to say. I forget everything actuarial, 
keep reminding the prospect and telling 
him throughout the entire interview that 
tomorrow he may be dead.” 


Should Go Back to Fundamentals 


Mr. Kutcher believes that many 
agents spend too much time in becoming 
mere actuaries and too much time is 
taken up in making proposals. He be- 
lieves that agents should go back to the 
fundamentals of life insurance. Mr. 
Kutcher constantly impresses on the 
prospect that the time is short and to- 
morrow he may be dead. 

He spoke on the same subject before 
the National Association of Life Under- 
writers convention at Milwaukee. 

A. D. Nelson, National Board of Fire 
Underwriters, presided Wednesday. He 
introduced A. W. Lehman, Association 
of National Advertisers, who spoke on 
broadcasting advertising, describing the 
work done in cooperative analysis of ra- 
dio programs. William Leslie, National 
Bureau of Casualty & Surety Underwrit- 
ers, was the last speaker. 


Convention in Milwaukee 





(CONTINUED FROM PAGE 1) 


ple hoped there would be 100 Canadians 
present, but felt assured of an attend- 
ance of at least 50. 

Just about as many head office execu- 
tives were on hand as usual, but: this 
year was marked by the almost com- 
plete absence of company conventions 
or meetings of a serious nature. Some 
of the company officials assembled their 
representatives at luncheon or dinner 
but these were purely social occasions. 
At the last session Friday afternoon 
there was a departure from the program, 
in that Holgar J. Johnson of Pittsburgh, 
chairman of the program committee, in- 
troduced John G. Blane, who represents 
the Pan-American Life in Guatemala. 
He paid a ringing tribute to the National 
Association of Life Underwriters. For 


to make an annual visit to the Unite 
States, attending the convention of the 
National Association of Life Underwri. 
ers, the world series in baseball anj 
winding up with a week at the head 
office of his company at New Orleans 

When President T. M. Riehle wa 
presented to the convention, just afte 
his election Friday morning, he delivere 
some remarks, indicating in what dire. 
tion he expected to steer the activities 
of the association. He said the three 
great problems that are confronting the 
field force today are the part-time agents 
in urban centers, unfit agents and the 
question of selection of agents. 

The leaders in the National associa. 
tion, under retiring President C. Vivian 
Anderson, have given considerable at. 
tention to the problem of part timers, 
incompetent agents, etc. L. D. Fowler 
of Cincinnati was apnointed chairman 
of a committee by President Anderson 
to do some research in this direction 
and make recommendations. Mr. Foy. 
ler prepared an interesting report, but 
so far it has not been released. It js 
somewhat provocative and the leaders 
apparently desire to make a more thor. 
ough study, before coming out with 
conclusions and recommendations. Mr. 
Riehle thus indicated that he intends to 
pursue this study and activity. 

Mr. Riehle said that the minority of 
poor salesmen must not be permitted to 
create resistance to insurance on the part 
of the public. The selling technique 
must be brought to greater heights. The 
standards of man-power must be raised, 
The major objective of his administra- 
tion, he said, will be to show definite 
action taken and improvement recorded, 


Losses Much Lower 


The Guarantee Mutual Life of 
Omaha, reports that losses this year are 
$332,000 less up to Oct. 1, as compared 
to the same period last year. There is 
a noticeable improvement in the num- 
ber of lapses, while the demand for pol- 
icy loans has returned to normal. 











A man away from home on busi- 
ness is interested in restful sleep, 
good food, attentive service, and 
facilitation of his business so he can 
get home as soon as possible. 


We meet such men on common 
ground, for it has been our privilege 
for more than’ two generations to 
provide tired men of affairs with 
cheerful rooms and soft beds; to set 
as excellent a table as the country 
affords; and to attend with courtesy 
to the slightest wish of every guest. 
All our rooms have private bath, 
shower, and _ circulating ice-water. 
Plenty of singles at $3. 


We are most convenient to 


Boston’s insurance district. 


Glenwood J. Sherrard 
President & Managing Director 

















that demand is elastic and that purchas- 











several years he has made it a practice 
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of buying $1,000,000 of life insurance. 
My average policy is about $30,000. The 
men who are making the money in the 
life insurance business, and in every 
business, are the ones that haven’t got 
enough sense to know that there is a 
depression. You can find somebody in 
any line of business who is making more 
money than ever before. 

I had a case on a manufacturer of 
business machines, and I don’t think 
many people are installing much new 
equipment nowadays, but his business 
in the last year or so has been bigger 
and better than it ever has been because 
he did the reorganization necessary in 
his own business to achieve that result. 





the banking business, they are still at 
the cross-roads of what business is being 
done. In talking to a vice-president 
friend of mine the other day I asked him 
how business was, and he used what I 
think was a very significant phrase. He 
said, “Well, recovery is spotted. There 
are spots where very definite progress 
is being made.” 

I said, “Well, I’m on the spot.” In 
that way I got the idea that I wanted to 
get across. 

I find that these active business men 
who are not too closely connected with 
theoretical discussions, like lawyers, or 
certain types of trust men or bankers, 
are so darned busy making money in 


$250,000, and I had in mind, “My God, 
what am I going to say to this guy if he 
brings up inflation?” 

Much to my surprise, he was too busy 
to do much thinking about that, and I 
didn’t bring it up. The type of man 
who can make money in active business 
is usually so busy making it that he 
doesn’t have time for theoretical discus- 
sions. 

I think that if we keep a courageous, 
optimistic viewpoint toward life and 
toward business we can find enough peo- 
ple who are just dumb enough to be 
making money at the present time. At 
least, I have been able to do it this year. 


* * X 


JULIUS EISENDRATH, Guardian 
Life, New York: I think we don’t give 
sufficient thought to prospecting. I had 
been a substantial producer of a large 
number of lives and also of a good vol- 
ume of life insurance in a city in the 
west. I suddenly decided that I wanted 
to swim in deeper water, and I went to 
New York. The only thing that con- 
fronted me was how to get before peo- 
ple, and I knew that to talk to a 
stranger in New York City wouldn't be 
any more strange to me than Minne- 
apolis, and the only way I could get a 
volume of business was to get before 
people. I had the conceited notion that 
I knew what it was all about. I thought 
I knew the life insurance business, so 
the only problem I had was to convince 
other people that I did. 

I used several methods, and one was 
the reference method. Names, to me, 
mean news. If a man in my presence 
mentions a name I say, “That name is 
familiar. Tell me something about that 
man.” I jot it down on a little sheet of 
paper and I call on that man. 

When I call on a man I ask him, 
“Have you ever thought of going into 
the life insurance business?” and I usu- 
ally get a laugh and a “No.” 

“Well,” I say, “if you ever thought 
of going into the life insurance business, 
who would be the first three people that 
you would call on?” The man gives that 
some thought, and I get three good 
names. When he finally decides that he 
shan’t go into the life insurance busi- 
ness, I ask, “Wouldn’t those people be 
good people for me to see? Why should 








C. L. U. Men Told by Clark 


DETROIT, Oct. 4—Paul F. Clark, 
newly elected president of the national 
chapter of Chartered Life Underwriters 
and general agent for the John Han- 
cock Mutual Life in Boston, made his 
first appearance as national C. L. U. 
president before the Detroit review 
class. 

G. E. Lackey, general agent Massa- 
chusetts Mutual and C. L. U. national 
councillor in Detroit, introduced the 
speaker. Mr. Clark pointed out the 
benefits to be derived from the course 
and from achieving the C. L. U. desig- 
nation. There are 904 C. L. U. mem- 
bers in the country and of this number 
less than a half dozen have dropped out 
of the business for any reason except 
death or disability, he asserted. Stress- 
ing the value of the work as an aid to 
production, he said that the Equitable 
of New York has found that 8 percent 
of its production is recorded by 
L. U. members, who comprise but .5 
percent of the total field force. Like- 
wise, the Northwestern Mutual has 
found that when the 100 C. L. U.’s in 
the field force were segregated into one 
group and the 100 best producers of the 
remainder into another, the C. L. U. 
group produced 97 percent better than 
the other group last year. 

R. E. Olmsted, agency manager Mu- 
tual Benefit, conducted the first review 
class and will conduct the remainder of 
the classes in the first section, on life 
insurance fundamentals. 

Mr. Lackey and C. A. Macauley, state 
agent John Hancock, entertained 30 
general agents and managers at lunch- 
eon in Mr. Clark’s honor. 

















those people be neglected just because 
you have decided not to go into the life 
insurance business.” 

In order to get before sufficient peo- 
ple you must think of sufficient methods 
to get before them. I assure you that 
this method, properly used, will get you 
before sufficient people who will buy 
substantial amounts of life insurance. It 
has been done for me. I have gone to 
people on a purely reference basis, on 
the method I have just described, and 
discussed their life insurance with them, 
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furnish full 
Information. 


Do you live in 


Wheeling, Charleston, or Huntington? 


Attractive Policies 


Children's Insurance 


Retirement Income 


® PHILADELPHIA LIFE 
INSURANCE COMPANY 


WEST VIRGINIA 


Par and Non Par 
Low Cost Life Policies 


Special Adjustment 
Policies 


111 N. Broad St. 
Philadelphia, Pa. 
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LIFE INSURANCE COMPANY 


Children’s 


Contracts 


Three Standard Forms, Birth to Age 10. Not weekly payment insurance. 


This is one of the selling helps we offer. 
Field men in New York and Ohio who 
would like to grow with us are invited 


18 POLICIES .. BIRTH TO AGE 60 
DEPENDABLE PROTECTION 
Whole Life Special « 20 Payment Life Special « Multiple 
Option Life and Annuity © 10 and 20 Year Modified 
Ordinary Life ¢ 10 and 20 Year Family Income ¢ En- 
dowment at Age 65 * Ordinary Life, Endowment at 85 
© 20 Payment Life, Endowment at 85 * 10, 15 and 20 
Year Endowment © Special Co ible Term * 10 Year 
Term © Children’s Policies, Three Forms, Birth to Age 10. 


to write to our Supt. 
of Agents, E. Parker 
Waggoner, Home 
Office, 452 Delaware 
Ave., Buffalo, N. Y. 
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NEW YORK 
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Barrett N. Coates Carl E. Herfurth 
COATES & HERFURTH 
CONSULTING ACTUARIES 


437 So. Hill Street 


114 Sai Street 
SAN FRANCISCO LOS ANGELES 











MILES M. DAWSON & SON 
CONSULTING ACTUARIES 
500 Fifth Avenue New York City 








ILLINOIS 








CAMERON & CHAMBREAU 


Consulting Actuaries and Tax Consultants 
Harris 


Organization 
Federal Tax Work 


M 
Washington Office, Shoreham Bldg. 




















DONALD F. CAMPBELL 
CONSULTING ACTUARY 
| 160 N. La Salle St. 








Telephone State 1213 
CHICAGO, ILLINOIS 
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L. A. GLOVER & CO. 
Consulting Actuaries ; 


128 North Wells Street, Chicago 


Life Insurance Accountants 
Statisticians 











Established 1865 by David Parks Fackler 


FACKLER and BREIBY 
Consulting Actuaries 


Edward B. Fackler: William Breiby 
8 WEST #TH STREET NEW YORK 














ELDER A. PORTER 


F.A.S. F. A. I. A. 
Consulting Actuary 


102 Maiden Lane 
NEW YORK, N. Y. 














Woodward and Fondiller, Inc. 


Consulting Actuaries 


90 John Street, New York 
Telephone Beekman 3-6799 

















INDIANA 


!( Woodward, Ryan, Sharp, Davis & Hezlett 


\ Consulting Actuaries 











Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha, Kansas City 








than G. Sharp W. Harold Bittet 
Evelyn M. Davis Robert S. Hull 
Edward H. Hestett John Y. Ruddock 
Partners Associates 


Ninety John St, New York, N. Y. 
































HARRY C. MARVIN 
Consulting Actuary 


307 Peoples Bank Bldg. 
INDIANAPOLIS, INDIANA 





CARL J. WEST 
Consulting Actuary 
Life Automobile Casualty 
8 East Broad Street 
Columbus, Ohio 
Organization 
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ALEXANDER C. GOOD 
Consulting Actuary 
615 Trust Co. i. Jefferson City, 
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800 Security Building, Kansas City 











l| FRANK M. SPEAKMAN 
Consulting Actuary 


Associates 
Fred E. Swartz, C. P. A. 
E. P. Higgins 
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Popular McAlpin restaurants serve New York's finest foud . . 
as appealing to your purse as this delicious 
Comfort, convenience, service and fine food 


. at prices 
cuisine is to your appetite. 
the four big reasons 


why you should make Hotel McAlpin your New York headquarters. 
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ROOMS WITH BATH $250 
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Twin-Bedded 


5450 
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HOTEL McALPIN 


“The Centre of Convenience” 


BROADWAY AT 34th STREET 











and, just because I was a stranger and 
because they didn’t know anything about 
me, they opened up to me. People like 
to talk to strangers because there is a 
mystery about them, and you are far 
more interested in a man if he doesn’t 
know anything about you than if he 
knows too much about you. 
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HERMAN KRAMER, Penn Mu- 
tual, Chicago: I am an old timer in 
this profession or business. I have had 
a world of experience, and particularly 
in the last four or five years. For the 
last 20 or 25 years I never sold any- 
thing but short period life insurance. 
Up to eight years ago I never sold an 
ordinary life policy. In all of my ex- 
perience I sold one policy for $50,000 to 
an attorney, a ten-year term, and I 
converted that into an ordinary life a 
few months later. 

I have found a great deal of satisfac- 
tion and pleasure and profit by specializ- 
ing in nothing but limited payment life 
policies, as well as endowment. If a 
man goes in and sells nothing but or- 
dinary life or term insurance, he has 
sold the man protection. Good! 

If a man is 35 years of age and he 
has bought a $10,000 policy of ordinary 
life, it has cost him about $22 or $24 
a thousand, and when he has paid in 
for 20 years, he has paid close to $2,000 
for his protection. When I sell a man 
an 18-payment life policy, which is not 
ordinarily in the rate book, at the same 
age, he pays about $38 a thousand. At 
the end of the 18-year period his life 
insurance has cost him about $38, not 
speaking of dividends—just net cost. 


When Time Expires, There’s 
Something to Sell Him Again 


When a man has paid in on a policy 
for 10 or 15 years and some reverses 
have come to him, naturally where does 
he go first? He comes to the agent 
who has sold him the insurance. “Well, 
I would like to borrow some money.” 
The fellows who have borrowed money 
from me have been happy because there 
was a certain amount of investment 
connected with this insurance. 

f a man is successful in business— 
and maybe I have selected a clientele 
that are more successful than the av- 
erage man—when the time expired, if 
he did not borrow any money, I had 
something to sell him again. 

_When you sell a man an ordinary 
life policy at 20 or 25 years of age, 
when he attains the age of 50 his fam- 
ily might not need him at all. His 
children are able to take care of them- 


selves. What kind of annuity can he 
have? What kind of investments has 
he made? Nothing. He has bought 


death insurance. 


17-Payment Life Popular 
in Most Instances 


I have come into competition with 
a lot of my friends in the business. 
They were talking ordinary life and I 
was talking 17-payment life. Nine times 
out of ten the 17-payment life won, be- 
cause I tell a man very plainly and 
simply, “Suppose here on La Salle Street 
we will give you the whole street. with 
all of its wealth, including the Board 
of Trade building, but the only way 
you can get it is to die.” 

We have been talking too much 
about death insurance. We never look 
out for the fellow who creates any- 
thing. Don’t you think a man is en- 
titled to have something after he has 
raised his family and educated them 
and then has laid aside a few extra 
dollars and the insurance has cost him 
nothing? 


Fitzhugh Traylor to Speak 


Fitzhugh Traylor, a Boston Equitable 
manager, is to be the guest speaker at 
the next meeting of Boston Supervisors’ 
Club Oct. 18. New officers of the club 
are Chester Perrine, president; Rudolph 
Cooper, vice-president, and Herbert W. 
Jackson, chairman of the publicity com- 
mittee. 
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Society Limits Acceptance 
to Age 50, Make Assessment 














Age limit of beneficial members to 
be enrolled in the funeral benefit depart. 
ment has been limited to attained age 
50 by the board of control of the na- 
tional council Junior Order United 
American Mechanics, Philadelphia, on 
and after Oct. 1. This action was taken 
because of increased death rate. The 
rule applies to new members after the 
effective date. The board also announces 
a special assessment on class A, B and 
C certificates. It is explained this action 
is taken because of difficulty of getting 
enough cash to pay off accumulated 
death claims. There are ample assets in 
first mortgages and property owned to 
square off all claims and leave a com- 
fortable balance, but it was necessary 
to assess members because of difficulty 
in raising money on frozen assets. 


Expect Ruling on Tax Suits 

OKLAHOMA CITY, Oct. 4.—De- 
cision is expected to be made before 
long by the federal court for the west. 
ern Oklahoma district on the question 
whether action of the state against the 
Modern Woodmen and some 40 other 
fraternals, in an effort to collect back 
taxes and fees for many years, shall be 
sent back to the Oklahoma county dis- 
trict court for trial. Motion to remand 
to the state court was argued before 
Federal Judge E. S. Vaught. The suits 
were brought in state court, but the 
societies took the cases to federal court. 
Briefs on both sides will be submitted. 





Managers Meet in Chicago 


The annual sales conference of state 
managers and junior supervisors of the 
Equitable Reserve Association of Nee- 
nah, Wis., was held in Chicago. It was 
conducted by N. J. Williams, vice- 
president and field manager. Sales plans 
for the remaining months of 1934 and 
1935 were discussed. 





Has Big August Business 


The Modern Woodman in August is- 
sued 4,757 certificates for $4,638,016 life 
insurance protection, $1,277,700 double 
indemnity and $39,000 limited accident. 
Of this 1,889 were adult certificates for 
$2,037,500. 


Honor Saltzstein at Dinner 


A. L. Saltzstein, Milwaukee, general 
agent for the New England Mutual Life 
for Wisconsin and northern Michigan, 
was honored at a dinner in observance 
of the beginning of his 35th year as 
general agent. - Practically the entire 
field force attended. . 

Guests of honor at the dinner, which 
was followed by an agency meeting, in- 
cluded Dr. H. M. Frost, medical direc- 
tor; George L. Hunt, vice-president; 
Glover S. Hastings, superintendent of 
agencies; C. F. Collins, assistant super- 
intendent, from the home office. 
Schmidt, general agent at New York 
and president of the New England Mu- 
tual General Agents’ Association, was 
present as well as the following general 
agents: Clarence Anderson, Des Moines; 
W. H. Beers, New York; E. W. Brailey, 
Cleveland; V. W. Kenney, Boston; L 
E. King, Topeka; Horace Mecklem, 
Portland; Isadore Samuels, Denver; E. 
W. Sapp, Washington, D. C.; H. G 
Swanson, Chicago, and E. B. Thurman, 
Chicago. 


Lawyer for Pure Protection 


In the report on the investigation of 
insurance by the Cuyahoga County Bar 
Association in Cleveland, E. S. Beyers 
recommended that no life policies be 
issued which covered more than pure 
protection. He said if there is any charge 
beyond that it is a speculative measure. 




















